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Techniques Evolved To Pick Out Traits 
That Mark The Million Dollar Producer 


“Do you ever try to get your com- 
pany to change a decision? Do you 
place most of your 
business with the 
company you 
started with? How 
did you learn the 


important things 
about life insur- 
ance? 


“How long did it 
take you to make 
up your mind to 
go into life insur- 
ance selling? How 
many people did 
you know when 
you went into the business? What, in 
your opinion, is the main reason why 
seemingly qualified producers fail to 
make the Million Dollar Round Table?” 

The way an agent answers the first 
three of those questions is a pretty good 
clue to whether he’s a Million Dollar 
Round Table qualifier—or a man who 
seems able to make it but isn’t doing so. 





William T. Earls 


And the way a million dollar producer 
answers the second three questions in- 
dicates quite accurately whether he hit 
the million mark in his first four years 





All applications for the scholarships 
being offered by the Million Dollar 
Round Table for the Purdue and South- 
ern Methodist University courses must 
be postmarked no later than June 15, 
Arthur F. Priebe, Penn Mutual Life, 
Rockford, Ill., chairman of the MDRT 
scholarship committee, has announced. 
Mr Priebe said a large number of appli- 
cations have already been received and 
are being reviewed by the scholarship 
committee. The winners will be an- 
nounced about Aug. 1. 





in the business or took 15 years or more 
to do it. 

Answers to these questions and a 
lot more are part of a research project, 
covering many months, on what makes 
a million dollar producer what he is. 


The results will be reported June 19 
during the four-day meeting of .the 
Million Dollar Round Table at Banff 
Springs hotel in the Canadian Rockies. 

The first three questions are quoted 
from the study made by the survey 
research center of University of Mich- 
igan, results of which will be reported 
by Robert L. Kahn of the research 
center. It involved “interviews in 
depth” with a number of representa- 
tive MDRT members in half a dozen 
cities, and with potential members in 
the same cities who were chosen as 
seeming outwardly as well equipped 
to be selling the million but who aren’t 
doing it. 

The other three questions are from 
the survey of a larger number of MDRT 
members to whom Francis L. Merritt, 
director of training of Mutual Benefit 
Life, administered a battery of tests, 
from the results of which he charted 
“profiles” of personality characteristics. 

Moderator of the session will be 

(CONTINUED ON PAGE 20) 





N. Y. Blue Cross 
In Desperate Plea 
For Higher Rates 


NEW YORK—Associated Hospital 
Service, the Blue Cross facility here, 
is losing surplus at the rate of $3 
million a month or $100,000 a day. Its 
free surplus, which stood at $20 mil- 
lion last Sept. 30, is practically ex- 
hausted. 

These facts were outlined by 
Charles Garside, chairman and presi- 
dent of Associated Hospital Service, 
at a hearing on application by AHS 
for a 40% increase in rates. The hear- 
ing was conducted by the insurance 
department, which last Jan. 31 turned 
down a similar application filed in 
September. 

Superintendent Julius S. Wikler 
opened the hearing and then turned 
it over to Arthur F. Lamanda, first 
deputy. More than a dozen department 
people were on hand, including W. C. 
Gould, E. J. Reilly, and George J. 
Gross, the latter counsel of the de- 
partment. Among the visitors was 
Commissioner Francis Smith of Penn- 
sylvania, who recently granted several 
Blue Cross increases, but in doing so 
ordered the hospital service organiza- 
tions to mend their management. 

Prior to the hearing Mr. Wikler an- 
nounced that Columbia University 
would conduct a broad survey of all 
19 non-profit hospital, medical ex- 
pense and dental expense plans cov- 
ering more than 12 million subscribers 
throughout the state. The year long 
study “is designed to provide a basis 
to determine fair and equitable future 
rates as well as equitable revenues 
for the various plans in operation in 
all parts of the state.” 


The Columbia school of public 
(CONTINUED ON PAGE 23) 





Late News 





Bulletins... 








Confederation Mutualization By-Law OK’‘d 


A by-law authorizing mutualization of Confederation Life through pur- 
chase of its own capital stock was approved at a special general meeting. There 
were 70,631 shareholder votes in favor of the by-law, with 1,955 against. Par- 
ticipating policyholders voted 165,735 in favor, with three opposed. J. K. 
MacDonald, president, stated that Confederation had already received offers 
to sell shares under the terms of the by-law from the holders of more than 
60% of the shares outstanding. Next step in the plan to convert is sanction of 
the by-law by the Treasury Board of Canada, as required by the Canadian and 
British insurance companies act. 


80% Of Monarch Life Stock Offered 


More than 80% of the stock of Monarch Life has been tendered pursuant 
to the offer made to stockholders to exchange their holdings for stock of 
Springfield Fire & Marine, according to President S. Dwight Parker of 
Springfield F.&M. Springfield has called a special meeting of stockholders 
June 30 and July 1 to take action on making the offer effective. Springfield’s 
board extended the offer to July 1 for the benefit of those who had not yet 
exchanged their shares. 


L.&C. Sale Still In Process 


NASHVILLE—Final details in the sale of 1.2 million shares of Life & 
Casualty stock for $40 million by the three principal stockholders to Clint 
W. Murchison, Dallas oil man and financier, were still in the process of being 
worked out Thursday morning. 


Surfeit Of Service 
May Be Running Up 
Cost Unnecessarily 


Canadian Life Officers 
Get Views Of President 
Myers Of New York Life 


The life insurance business has 
from the beginning been improving its 
service to policyholders and is proud 
of this tradition—but services cost 
money and costs are continuing to rise, 
perhaps to the point of costing the 
insured more than they are worth 
to him, President Clarence J. Myers 
of New York Life indicated in his talk 
at the annual meeting of Canadian 
Life Insurance Officers Assn. at Mon- 
tebello. 

“Hasn’t the time come to engage 
in some vigorous reappraisal?” asked 
Mr. Myers. “Is it possible that in some 
instances we may be duplicating serv- 
ices and imposing unnecessary ones 
upon ourselves? It does not seem to 





OFFICERS ELECTED 

President—R. H. Reid, president 
and managing director .of London 
Life. 

lst Vice-president—James Hunter, 
vice-president and general manager 
of Continental Life of Toronto. 

2nd Vice-president—A. Ross Poyntz, 
president of Imperial Life. 

Honorary treasurer—D. E. Kilgour, 
vice-president and managing director 
of Great-West Life. 

Member ex-officio of the officers 
committee—A. M. Campbell, execu- 
tive vice-president Sun Life of Cana- 
da, immediate past president of the 
Association. 





me to be in the best interest of the 
policy owner for us to provide serv- 
ices that unnecessarily increase the 
cost of his insurance—frills that 
the policy owner neither needs nor 
wants?” 

Mr. Myers also took a candid look 
at a trend that he believes “goes to 
the heart of life insurance,” the ten- 
dency to larger policies and the trend 
to raising the size of minimum poli- 
cies, though he conceded there is 
much to be said in favor of this trend. 

“But,” he said, “I wonder if in 
focusing our attention on the ‘big 

(CONTINUED ON PAGE 23) 














New York Managers Slate ee 


Outing And Golf Tourney 


The annual outing and golf tourna- 
ment of New York City Life Managers 
Assn. will be held on June 17, at the 
Bonnie Briar Country Club, Larch- 
mont, N. Y. Bernard A. Haas, Man- 
hattan Life, is general chairman. 

The golf tourney will be the main 
athletic event, but non-golfers may Fe e 





hee, 


eee] 








compete for prizes in bridge, gin rum- 
my, tennis, darts, horse-shoe pitching, 
swimming and putting contests. 


Prudence Life of Chicago has been 
licensed in Arizona, 


Ohio National Life will start construction this fall eon a new $4 million home 
office building. Completion is scheduled for the late summer of 1960. The 
location is on Taft road in the Mount Auburn section of Cincinnati, not far 
from Ohio National Life’s present site. 

The main mass of the building will offer 306’x72’ of work area on each floor. 
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ON NALU PROGRAM 


Biggest Town In His 
Area ls 1,385 But He 
Pays For A Million 


WASHINGTON—How to pay for 
close to $1% million in a year in a 
small rural community where the big- 
gest town has a population of 1,385 
will be told by John A. Utz, 28, of 
Valencia, Pa., who is scheduled as lead- 
off speaker at the Thursday, Sept. 11, 
session of the annual convention of 
National Assn. of Life Underwriters in 
Dallas. 

Working from his home in a town 
of 298 inhabitants, Mr. Utz last year 
wrote 233 cases totaling $1,439,924. 
More than 85% of his business is 
written within 15 miles of Valencia. 
The largest community in this area is 
Mars, Pa., with 1,385 inhabitants. 

Starting with Kansas City Life in 
1950, Mr. Utz sold 117 cases his first 
year. He has written more than 200 
cases during each of the last five 
years. However, the number of cases 
hasn’t kept him from winning the 
national quality award every year but 
one since he entered the business. 

In spite of his work pace, Mr. Utz 
is a member of the Mars Independent 
Basketball Club, pitches for the Bak- 
erstown softball team, is a _ golfer, 
member of the Lake Milton Boat Club, 
president of the Bakerstown Presbyter- 
ian Church board of trustees, vice- 
president of the Richland Youth Foun- 
dation, and coaches a basketball team 
for this organization, devoting to this 
one evening a week and every Satur- 
day morning from Oct. 15 to March 15. 

He has been a speaker for numerous 
associations, including the Million Dol- 
lar Round Table and the Florida as- 
sociation’s statewide ’Gator sales con- 
gress. 

The final Thursday morning speaker, 
previously announced, will be the Rev. 
Robert E. Richards, whom sports 
writers have dubbed the “Vaulting 
Vicar” for his Olympic games pole- 
vaulting triumphs. Between these two 
speakers will come the traditional Mil- 
lion Dollar Round Table hour. 





On Warpath Against 
Moore Insurers 


Superintendent Leggett of Missouri 
has taken over management and oper- 
ation of Security National Life of St. 
Louis under an order issued by Cole 
county circuit court at Jefferson City 
on the grounds that the company is 
“now insolvent.” At the end of 1957, 
Security National had more than $314 
million of life in force plus some ac- 
cident and sickness business. 

Mr. Leggett explained that the chief 
purpose in filing his action was to 
rehabilitate the company rather than 
to force it out of business. Operations 
will be continued under the super- 
vision of the department. 

Mr. Leggett took action after a four- 
hour conference with the president of 
Security National, Vaughn Moore, who 
had been summoned to Jefferson City 
after a special examination completed 
about two weeks ago indicated the 
reserves were inadequate. Mr. Moore 

(CONTINUED GN PAGE 25) 
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Round Table Discussions On Many 
Subjects Highlight HOLUA Parley 


Concurrent group discussions on 
subjects ranging from mortality ex- 
perience of guaranteed issue to the 
measurement of underwriting per- 
formance gave broad scope to the an- 
nual meeting of Home Office Life Un- 
derwriters Assn. at Atlantic City. 

In prominent roles at the opening 
session of the three-day meeting were 
Dr. Solomon S. Huebner, president 
emeritus of American College, and his 
son, John M. Huebner, Penn Mutual 
Life, president of the association. 

John Huebner, in his presidential 
address, emphasized the need for 
teamwork between distribution and 
selection organizations in life compa- 
nies, with neither one dominating the 
other. He suggested that home office 
underwriters can help achieve this re- 
sult by taking the mystery out of un- 
derwriting and by not losing touch 
with the agency force. 

Dr. Solomon Huebner said that in 
spite of the tremendous volume of life 
sales, the industry is only scratching 
the surface. After deducting install- 
ment indebtedness, present life protec- 
tion provides only one year’s income 
per family in the U. S. He said that 
10 years’ income per family, is a 
reasonable objective for the industry. 
Cites Guaranteed Issue 

Thomas K. Dodd, Connecticut Mutual 
Life, led discussions on underwriting 
employe benefit plans and the satis- 
factory mortality experience in guar- 
anteed issue, even though a number 
of companies have been writing a large 
volume of this type of business on 
pension and profit-sharing trusts with 
practically no evidence of insurability 
except the “actively at work” require- 
ment. There was little enthusiasm 
among the group for offering guaran- 
teed issue for salary allotment and 
split-dollar cases. 

Round-table talks on family policies 
were led by Barton S. Pauley, Pru- 
dential. Here, there was a wide range 
of views on such questions as whether 
agents had to see the children when 
submitting applications; whether chil- 
dren living with a divorced wife should 
be included; whether an extra charge 
should be made for children beyond 
a specified number (one speaker said 
his company had issued a policy cov- 
ering 15 children) and whether a new 
wife could be substituted for a wife 





who was divorced after the policy was 
issued. Members agreed that they 
were unwilling to release a policy on 
a couple who were merely engaged to 
get married. 

Frank G. Whitbread, Lincoln Na- 
tional Life, guided discussions on the 
measurement of underwriting per- 
formance. One underwriter said that 
he saves considerable work by cal- 
culating actual exposures to expected 
exposures instead of using the tradi- 
tional calculation of actual claims to 
expected claims. 

Several members said that they do 
not hesitate to allow underwriters to 
review unfavorable claims, in spite of 
the generally accepted theory that this 
practice should be avoided because it 
may cause underwriters to “tighten 
up.” One man, in reviewing the eco- 
nomics of underwriting, pointed out 
that it is worthwhile practice to pay 
$10,000 more in claims to effect a 
$50,000 savings in expenses. 


Talks On Risk Selection 


The second day of the session 
opened with the presentation and dis- 
cussion of a paper, “Some Observa- 
tions on Risk Selection Practice,” by 
Paul K. Frazer, director of underwrit- 
ing of Northwestern Mutual. 

Mr. Frazer said every underwriter 
agrees with the proposition that unless 
a beneficiary stands to lose rather than 
to gain by the death of the insured 
there is no insurable interest and, 
therefore, no policy should be issued. 
However, he added, all underwriters 
know of such cases where policies 
have been issued. 

Mr. Frazer said: “In presenting a 
transaction which lacks insurable in- 
terest an agent argues that the bene- 
ficiary certainly does not intend to 
murder the insured, so why not issue? 
And in these days of good over-all 
mortality I suspect many such policies 
have been issued. However, this is not 
good business, even aside from any 
moral considerations. We all know that 
there is speculation in many of these 
cases which means that the mortality 
rate will be high. The premium pay- 
ers will not enter into such transac- 
tions unless they feel there will be a 
financial benefit. And if they benefit, 
the life insurance company must lose. 


(CONTINUED ON PAGE 21) 


HOME OFFICE LIFE UNDERWRITERS ASSN.’s new officers, elected at 
the annual meeting held at Atlantic City, N. J. From left, Arthur A. Win- 
decker, Equitable Society, editor; William E. Walsh, Equitable Society, vice- 
president; Earl M. MacRae, New York Life, vice-president; Wray M. Bell, 
London Life, president; Arthur Faulkner, Massachusetts Mutual, secretary, 
and Barton S. Pauley, Prudential, treasurer. 
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LICENSING BIG TOPIC 
Indiana Annual 


Draws 82 Times 
The 1957 Turnout 


In a two-day, action-jammed ses- 
sion packed with big-name speakers 
and open-forum sessions attended by 
state legislators, insurance department 
officials, and newspaper reporters who 
played the story as feature news, 
Indiana Assn. of Life Underwriters 
continued its tradition of debating hot 
subjects. A session on the agent qual- 
ification law ran until 11:30 p.m. the 
first night, May 23, and was adjourned 
amid cries from the floor that discus- 
sion be continued. There were 212 
registered, compared with 25 the year 
before. 

New officers elected are Ralph Stew- 
art, general agent, Ohio State Life, 
Muncie, president; Clare E. Miller, 
Equitable Society, Fort Wayne; Ey- 
erett Fleck, Anderson; Walter Osmer, 
Terre Haute; Robert L. Perkins, Rich- 
mond, vice-presidents. 

Winner of the “Hoosier Life Under- 
writer of the Year’ award for out- 
standing service to the business in 
the state was Ralph Stewart, known 
as “the father of life insurance week” 
in Indiana. 

Bert Palo, Prudential, South River, 
N. J., kicked off the meeting at lunch- 
eon May 23 with his famous speech, 
“Motivation Makes Millions.” He drew 
a crowd that exceeded the capacity 
of the hotel’s main ball room. More 
than 50 people stood throughout his 
hour-long appearance, which even 
held the mayor of Indianapolis, who 
had come to deliver the welcoming 
words, to the end. 


State Committee Reports 


Appearing on the afternoon program 
were Donald Barnes, vice-president 
Institute of Life Insurance; Carlyle 
Dunaway, counsel NALU;:and mem- 
bers of the state legislative committee 
investigating hospitalization insurance 
in the state, making a panel report. 

The evening session May 23: fea- 
tured A. N. Guertin, actuary American 
Life Convention, as dinner speaker, 
followed by four open forums: “The 
Blues,” “Gimmick Policies and Gim- 
mick Sales,” ‘Legislative Problems,” 
and “Shall the Association Sponsor an 
Agents’ License Examination Law?” 

Mr. Barnes, speaking to the title, 
“Do We Really Know Where We Are 
Going?” declared that while most 
agents approve of the agency system, 
many home offices do not consider it 
sacred and would change it if a better 
merchandising system should develop. 
He named eight trends he sees in the 
business: 

1. Trend away from pure commis- 
sion compensation; 2. Development of 
something approximating an ordinary 
debit; 3. Multiple-line companies and 
agencies, if not multiple line agents; 
4. Continuation of the group trend 
resulting in the development of a sys- 
tem of paying agents for servicing 
group certificate-holders; 5. Expansion 
of the number and type of policies, 
including gimmick policies and vati- 
able annuities; 6. Establishment of the 
monthly premium as the basic policy 
rate, which, he predicted, will be hard 
on industrial; 7. Emergence of life in- 
surance as a status-symbol, “some- 

(CONTINUED ON PAGE 25) 
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Miller, ni Sil April 22, 1956 
e; Ey. Water E. Ryan Mr. Francis J. O’Brien, Vice President 
Osmer, Franklin Life Insurance Company 
3s, Rich- Springfield, Illinois 
Under- Dear O’B: 
oe I’d like to tell you how happy everyone in the Ryan family is 
mn : : ¢ 
neues these days. After completing my income tax last week, I realized 
eae that in the second year with the friendly Franklin my income was 
close to $17,000. My first year (1956) I brought home $14,000 to 
_ River, the family. With no previous insurance experience and having 
lunch- previously been an interior decorator for eight years, you can 
speech, understand how grateful I am to F. J. Budinger, C.L.U., our 
le deep Regional Manager, for exposing the President’s Protective Invest- 
— ment Plan to me. : 
out his : Over 90% of my sales are on this plan, through Salary Savings 
a pi. (payroll deduction) in various companies. Last year I started 
coming seven companies on Salary Savings and it set me thinking, that we 
in Franklin have a real savings plan for this type of selling. In 
1958 I expect to sell over a million. 
rogram Believe me, there is no prospecting problem after an employer 
esident sees our PPIP. He wants to make it available to all of his 
Carlyle employees. All I have to do is explain it to them and ask what 
mem- amount they want to save for themselves off the “cream line of 
nanities their pay checks.” That’s the way it goes, O’B; and to recap last 
pote week’s business I had eight sales for $2,000 annualized premium. 
13 fea- Please accept my sincere thanks for the wonderful cooperation 
ee I’ve received from the Home Office. I realize each day the agent 
“ee is the most important man in the Franklin. 
| Gim- Cordially, 
hems, Walter E. Ryan 
nsor an 
Law?” 
e title, 
Ne Are 
. most An agent cannot long travel at a faster gait than the company he represents! 
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sider it 





. better 
levelop. 


in the “a Lhe Greer oly 
ee m \ INSURANCE 
VIRILEN ILI COMPANY 


CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Eight Hundred Million Dollars of Insurance in Force 


ommis- 
nent of 
rdinary 
es and 
agents; 

trend 
a sys- 
rvicing 
pansion 
olicies, 












XUM 











Major League Drawing Card Brings Major 


League Turnout To Joliet Sales Rally 


By RICHARD G. EBEL 


The sales congress sponsored by 
Joliet Life Underwriters Assn. featured 
a major league drawing card of speak- 
ers which attracted major league inter- 
est and attendance, attesting that the 
Joliet organization is among the most 
active and energetic of the Illinois 
association’s 30-odd locals. 

A non-profit venture, the all-day 
sales talkfest proved to be a profitable 
one for two orphanages to which all 
proceeds were donated, and, probably, 
also for the some 250 registrants who 
attended, many of whom took in the 
annual meeting of Illinois Assn. of 
Life Underwriters the preceding day. 
Roland Melander, Metropolitan Life, 
was general chairman of the event. 

Out of every 10 to 15 policyholders, 
at least one will be interested in buy- 
ing larger amounts, Gerhard Krueger, 
Equitable Life of Iowa, Chicago, told 
conferees in discussing the follow 
through of prospecting and approach 
to the larger buyers. This one prospec- 
tive large buyer usually can be found 
in the group which consists of the 
agent’s best policyholders—doctors, 


lawyers, executives and other profes- 
sional people, he said. 

Mr. Krueger described eight steps he 
uses in tracking down and pursuing 
potential large sales: 

e Examine regularly the list of policy- 
holders. 

e Use direct mail. 

e Telephone prospects to save time. 
e Be patient; rewards are slow in 
coming. 

e Use the third party influence. Have 
a satisfied client recommend you to a 
prospect. 

e Familiarize yourself with estate 
problems so you can intelligently dis- 
cuss them with the prospect. 

e Have an attorney accompany you to 
discuss the prospect’s problems. 

e If you don’t think a plan will work 
for the prospect, don’t try it. However, 
if you believe it to be workable, stick 
to it. 

Developing farm business was dis- 
cussed by Don Ross, editor of Success- 
ful Farming, who called attention to 
the growing market composed of IIll- 
inois farmers who are creating about 
$2 billion in wealth. 

Mr. Ross said that farmers, too, are 
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@ some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
contact The 


growing organization, 
Society, Detroit 2, Michigan, 


THE 


own agency, our contract can’t be 
beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
4 climb to a top producer. 
@A complete portfolio of life and S&A insurance plans, 
/ designed to fit every prospect and his particular needs. They 
4 include a low-cost whole life plan, Family Guardian (family 
F 4 group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 
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G Life Insurance Saciely 


. every once in a 
‘wide a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
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agency management, 
we've got... 


i) The Top agency build- 
ing contract! For the man 

who is looking ahead to a 
profitable, secure future in his 
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Appearing at the sales congress sponsored by Joliet Assn. of Life Under- 
writers are, left to right: James E. Rutherford, vice-president in charge of the 
Chicago regional home office of Prudential; Lester O. Schriver, managing 
director of National Assn. of Life Underwriters; Wilbur Lamond, Prudential, 
Downers Grove; Joseph V. Keating, Prudential, Joliet; and Roland Melander, 
Metropolitan, Joliet. Messrs. Rutherford and Schriver were speakers during the 
day, and Mr. Melander was general chairman of the event. 


interested in wills and conserving 
estates, and in many cases are “think- 
ing in bigger money than you or I.” 

Twenty years ago the farmer in 
Illinois had to deliver 66 hogs to market 
to pay for a $1,000 premium. Today 
27 porkers will pay for the same pre- 
mium, and with average income per 
farm at $11,000, the life agent is over- 
looking a vast source of potential big 
policyholders by not venturing past 
the city limits, he noted. 

“Too many people think the farmer 
is a prospect for a model T Ford and 
that’s it,’ Mr. Ross declared. Today’s 
farmer drives a big car or two, and 
when he’s accustomed to shelling out 
thousands for tractors, feeds and fertil- 
izers, he’s not frightened when insur- 
ance men come to discuss $200,000- 
$300,000 policies with him. Implement 
dealers know this and have exposed 
themselves to farmers, and the life 
agent would to well to do the same, 
he advised. 

Soul-searching was recommended 
for the pitchmen of life industry who 
debase their profession with gimmicks 
and questionable ethics, by Lester O. 
Schriver, managing director of Nation- 
al Assn. of Life Underwriters. Using 
some pushers of the bank-loan plan 
as an example, he said there was 
nothing wrong with the plan when 
used properly, but he decried the agent 
or company who would sell an $11,000 
premium to a man whose income is 
$9,500. “What’s wrong with our eth- 
ics?” he asked. “I think we have for- 
gotten what life insurance is.” 

For the benefit of those who had, 
Mr. Schriver went on to describe the 
characteristics of an industry, which 
he said had been defined as “phi- 
lanthropy based on sound actuarial 
principles.” 

First, he said, life insurance is an 


(CONTINUED ON PAGE 19) 
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Insurance Librarians 
To Meet Next Week | 


Insurance librarians representing 
more than 50 life, fire and casualty 
insurance companies will attend the 
annual convention of Special Libraries 
Assn. to be held at Hotel Sherman, 
Chicago, from June 8-12. They will 
join with librarians from other busi- 
ness and industrial classifications in 
the general program and in addition Be 
will hold individual sessions on insur-— 4 
ance library problems. 

Howard J. Burridge, president of 
National Underwriter Co., will address 
the librarians’ insurance division 
luncheon on June 9. He will speak on 
current insurance trends. 

“Selection and Training of Non- 
Professional Personnel” will be the ji 
subject for a panel discussion by the 
insurance division. Panelists will be’ 
Pauline M. Hutchison, Canada Life; § 
Sherry Taylor, Prudential, Los se a} 
home office, and Phoebe F. Hayes, 
National Farmers Union. J 

The insurance librarians will . 
luncheon guests of Insurance Library 
of Chicago and Cook County Inspet- 
tion Bureau on June 10. Officers of 
Prudential Chicago regional home of> 
fice will be hosts for luncheon and’ 
tour of their new building June 12. 

Special Libraries Assn. will discuss 
plans for their 50th anniversary con- 
vention to be held next year in Atlan- 
tic City. Elizabeth Ferguson, Institute 
of Life Insurance librarian, is chair- | 

man of the public relations and pub- 
licity committee. 

Insurance division chairman of Spee 
cial Libraries Assn. is William J. Mor=| 
timer, librarian of Life Insurance 
Agency Management Assn. ‘ 











Shown at the Joliet sales congress are, from the left: Rocho Sind 
Country Life, Joliet; Joseph Mangiaforte, Metropolitan, Carbondale; John } 
Gallagher, Metropolitan, Joliet; and Gilbert R. Mitchell, Metropolitan, Carb 















No. 2 in a Series by The Ohio National Life Insurance Company 


You can't take anything for granted in the sale of life insurance. We don't 


at Ohio National Life. We believe little things are as important as the 
“big” things in prospecting for new business, presenting, and completing a 
sale. To help our agents secure their future sooner, 

we have the “nuts and bolts” they want and need 


to become consistently successful. For example . . . 
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SALES AIG>all sizes 


With more of the right kind and the right amount of sales 
aid to fit all needs and occasions, an agent stands a 
much better chance»of=closing a sale every time _he 
faces a prospect. 


Start with a diversified rate book that includes more 
than 50 quality plans, add dramatic and convincing 
point-of-sale material, and close co-operation from our 
regional and home office departments and it’s easy to 
understand why agents at Ohio National Life chalk up 
enviable sales records consistently. 


But this is no one-way street. Our reward has been king- 
size too—drawn from the satisfaction of helping both the 
individual and the company grow and prosper. 
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« « e FOR GENERAL AGENTS AND MANAGERS the Service provides: 






i. continuous organized material unexcelled for training purposes because 
it not only covers 40 weeks of controlled study, including field assign- 
ments and thought-starting questions, to help in the organization and 
motivation of new men, but continues indefinitely to provide stimulation 
and self-training after the 40 weeks of supervised study. The Training 
Manual edited for use with the D.L.B. AGENT'S SERVICE, is flexible 


so that it can be used in any company’s program. 





2. continuous up-to-date source of inspiring new selling ideas and field-tested 
methods for agency meetings and bulletins, and for keeping underwriters 
on the selling track. 


3. continuous up-to-date production aid to help you develop career life 
underwriters who are better informed .. . more skillful . . . more self- 
confident . . . and who can go out and earn more money! 


4. continuous problem-solver and morale-builder to help you help under- 
writers get greater frequency of sales, even during early months in the 
business. 


« « « FOR CAREER LIFE UNDERWRITERS the Service provides: 


1. continuous up-to-date source of new field-tested selling ideas and methods 
which help you to become better informed . . . more skillful . more 
self-confident ... and to earn more money! 


2. continuous problem-solver and morale-builder kept always up-to-date by 
new pages issued each month; it is especially edited to help you develop 
the highly desirable habit of continuous self-education. 


3. continuous personal production aid . . . hundreds of successful career life 
underwriters have testified voluntarily that the new ideas in the Service 
helped them close 10, 20, and even as many as 30 cases during the first 
weeks after they started to use it! @ 


4. continuous organized course of study that is so flexible it can be used along 
with, or after completion of, the training material offered by any life 
insurance company. 


420 East Fourth Street 





















What You Get 


Three 7x9” loose-leaf volumes containing practical, 
useable selling ideas and methods kept always up to 
date by new pages issued each month. The volumes are 
indexed and tabbed for ready reference under 14 Sec- 
tions: You, Life Insurance, Investments, Prospecting, 
Social Security, Sales Talks, Programming, Selling to 
Women, Motivation-Building Prestige, Objections, Man- 
aging Your Business, Letters-Advertising, Settlement 
Options, Closing. A handsome, sturdy, metal bookstall 
(as illustrated) is supplied with each three-volume set. 


DIVIDEND EXTRA — ODDS & ENDS ... . stimulat- 
ing digest sent as a “plus value” monthly to all sub- 
scribers . . . is a special motivating feature of the 
D.L.B. AGENT'S SERVICE. Every month it is filled 
with practical, motivating sales ideas and fresh, grip- 
ping human-interest stories. It contains many facts 
interesting to prospects and policyowners alike. Sub- 


scribers are enthusiastic . . . call it “‘timely!"”, “‘help- 
full’’, “‘inspiring!"’, and ‘‘valuable!"’. 
Guaranteed! 


If for any reason you are dissatisfied with this Service, 
return it within thirty days from date of your order 
and the price paid, plus the postage, will be refunded 
without question. This special money-back offer 
assures complete satisfaction. 


Write on your letterhead for your “approval” set today! 


D.L.B. AGENT’S SERVICE 


Department of: THE NATIONAL UNDERWRITER COMPANY 


Cincinnati 2, Ohio 
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Cal. Assn. Considering 
Reorganization At Annual 
This Week At San Jose 


California Assn. of Life Under- 
writers, at the annual convention at 
San Jose, June 6-7, will consider sev- 
eral reorganization measures designed 
to bring locals and the state association 
into more effective cooperation, parti- 
cularly in the legislative field. 

The afternoon of June 6 was 
devoted to a “workshop” on legislation 
with J. J. Hays Jr. of Los Angeles, 
chairman, and Thomas R. Reneau of 


HeNATIONAL UNDERWRITER 


Fresno, vice-president, of the legisla- 
tive committee. Talks were presented 
by Commissioner McConnell, J. Tay- 
lor Bigbie, counsel for the national 
association; Donald F. Barnes, vice- 
president of Institute of Life Insurance, 
members of the California legislature, 
and NALU trustees Jack White of Los 
Angeles and Harry Phillips, Sun Life 
of Canada, San Francisco. 

The afternoon of June 7 features 
an agents’ round table for exchange 
of opinions, organized in six confer- 
ences representing the six state re- 
gions. Later these delegates will re- 
assemble to sum up the matters 


considered and open the way for 
future discussion. 

Harry R. Pinney, Bankers Life of 
Nebraska, Oakland, vice-president for 
the past year, is slated to become 
president. 


Provident Mutual Sets 


Record For lst Quarter 


Provident Mutual Life’s production 
during the first three months set a new 
record for any quarter. Paid-for sales 
increased 20% and new A&S premiums 
were up 81%. 





The only way 
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..and we're going for Two Billion 


Represented by Trained Fieldmen in 38 States, 
District of Columbia and Hawai 


Life * Accident ¢ Health ¢ Medical and Surgical Reimbursement Hospitalization © Group ¢ Franchise ¢ Brokerage © Plus Complete Reinsurance Facilities 
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$300 Billion Deficit In 
Social Security Fund 


Forecast By Quincy Agent 

The possibility of a $300 Dillion 
“deficit” in the social security t 
fund was indicated by Clifford Phillips 
Occidental of California, in a Slide. 
narrative before members of the Quin. 
cy (Ill.) Life Underwriters Assn. 

Mr. Phillips stated that the amoun| 
in the fund wouldn’t be half enoug, 
to pay “what has already been pro. 
mised to the more than 10 milli, 
people now drawing benefits.” The 
“shortage” that exists in this seng 
amounts to some $300 billion, he saiq 
and is increasing every year. 

The slide-narrative is part of 
nationwide social security informa. 
tional campaign being fostered by 
NALU. 

The life agents are also alarme 
about the “insidious and false notion 
most people have that social security 
is cheap,” or that it is a “bargain” 
“The fact of the matter is,” said Mr 
Phillips, “that in the long run mos 
people will have to pay a great deq 
to keep the system going.” He als 
said that as long as the “bargain” 
idea persists, the danger of over-ey. 
panded social security remains “one 
of the most serious threats to the 
national welfare.” 


Explains Allegation 


Mr. Phillips then gave his reasons 
for this allegation: too much social 
security could jeopardize the true 
economic security of the people; reduce 
incentives to work and _ save, and 
interfere beyond reason with the free. 
dom of choice in spending money.” 

New officers elected by the Quincy 
association are: president, Robert . 
Wlecke, Prudential; vice-president, 
William M. McCleery, Equitable So. 
ciety; secretary-treasurer, Donald §, 
Thomas, Equitable of Iowa. and na- 
tional committeeman, Harry E. Hauter, 
Northwestern Mutual. 

Directors newly elected are: Harry 
R. Coles, Metropolitan; J. R. Galbraith, 
National Life & Accident, and Mr. 
Phillips. 


Equitable Of lowe Agents 
Hold Meets In Ind.., Pa. 


Equitable of Iowa agents from cen- 
tral and east coast agencies recently 
concluded two-day conventions at 
French Lick, Ind., and Skytop, Pa. 

Hugh S. Bell, general agent at 
Seattle, was principal speaker on the 
French Lick program which included 
five other agents. R. A. Alford, field 
supervisor, and 10 other home office 
representatives, also participated. 

At Skytop, N. C. Day, Davenport, 
general agent, delivered the principal 
address, and five other agents appeared 
on the program. Among the home 
office representatives were J. M. Beers, 
field training supervisor, and eight 
otners., 


Neb. Actuaries Club Elects 


Nebraska Actuaries Club, meeting 
in Lincoln, elected C. W. Bucknam 
president to succeed Clyde W. James. 
John C. Angle was elected secre 
‘Yary-treasurer. Mr. Bucknam_ 5% 
assistant vice-president of United Ben- 
efit Life and Mr. Angle is vice-presl- 
dent and actuary of Woodmen Ac 
cident & Life. 


Blue Cross Asks Increases In Ohio 


Associated Hospital Service (Blue 
Cross) at Youngstown and Central 
Hospital Service (Blue Cross) at Co- 
lumbus have each filed requests for 
a rate increase. The Youngstown? 
schedule changes would affect some 
300,000 persons and the Columbus 
changes about 500,000 persons. 4 
spokesman for the Ohio department 
said it would take several weeks 1 
review the requested changes and rule 
on them. 
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SHANKS’ PRESCRIPTION: 


LIFE INSURANCE EDITION 


Aggressive Fight On Tax, Inflation, 
Distribution And Manpower Problems 


What is—or may be—ahead for the 
life insurance industry? What should 
the industry concentrate on in the 
immediate future to solidify its present 
position in the economy? And what 
will happen if it doesn’t move ahead 
at a satisfactory pace? 

These were the questions discussed 
by Carrol M. Shanks, president of 
Prudential, speaking before the Rut- 
gers annual business conference in 
New Brunswick, N. J. 

Mr. Shanks reported that despite 
the seeming rapid growth and develop- 
ment of the life industry in the past 
15 years, the proportion of public 
income after taxes devoted to life 
insurance has remained virtually un- 
changed. 

“In other words,’ Mr. Shanks ob- 
served, “we have barely kept pace 
with the growth of the economy.” 

If life companies are to show a better 
record than this in the years to come, 
he said, they will have to meet head-on 
the four chronic problems of the in- 
dustry: distribution, taxation, inflation 
and securing, holding and developing 
competent manpower for’ top-level 
management. 


Should Economize On Distribution 


Distribution, Mr. Shanks pointed out, 
is not a problem peculiar to the in- 
surance industry, but it is here that 
a large portion of industry costs are 
created and where the greatest econ- 
omies should somehow be made. 

“At the Prudential we took a step 
in this direction when we launched 
our decentralization program,” he said. 
‘Decentralization does a great many 
things for us, but one of the most 
important is that it increases effici- 
ency in the field. We as well as the 
rest of the industry can well afford 
to spend a considerable amount of 
time creating or inventing other 
ways to make the sale and servicing 
of insurance more efficient and less 
costly.” 

Taxation is another cause for serious 
concern, said Mr. Shanks. The indus- 


try, which is generally thought to 
enjoy tax favoritism, actually is more 
heavily taxed at all levels of govern- 
ment than other savings institutions. 
There is no way of knowing the exact 
nature of the tax formula now being 
prepared by the federal government 
for the insurance industry. The big 
question is whether or not it will be 
an equitable one. 

“Creating a tax formula that applies 
equitably to mutual companies and 
their policyholders, and at the same 
time to stock companies—who, of 
course, should and do make profits 
and distribute them to stockholders— 
is a most difficult assignment,” Mr. 
Shanks said. “Certainly the least that 
is needed in this situation is wide- 
spread public—and congressional—ed- 
ucation about the nature of our busi- 
ness.” 


Inflation Hits Insurance Harder 


Mr. Shanks explained that inflation 
hits insurance harder than most in- 
dustries. Income from premiums _ is 
fixed and does not rise when inflation 
causes increases in costs. Periods of 
boom also create policyholder dissatis- 
faction because benefits fall short of 
what clients thought benefits would 
provide when the original policy was 
taken out. 

“All of us in the industry should 
fight inflation in every conceivable 
way, but should recognize that we 
probably will have to live with it,” he 
warned. “I don’t mean that our fight 
is destined to be futile. It won’t be. 
Concentration on the job of fighting 
inflation may not stop it in the pre- 
dictable future, but we can retard it 
and some day we may bring it to a 
halt.” 

In discussing another future prob- 
lem, Mr. Shanks called upon industry 
management to face up to the facts 
of economic life regarding manpower 
for top-level management. He said: 
“I don’t know that our industry is 
less attractive to good men and women 
than other industries; I assume that 
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advance studies” . . 











TAX & BUSINESS INSURANCE COURSE 


Studerts and graduates of the R & R TAX & BUSINESS 
COURSE constantly mail us enthusiastic reports of 
business written as the result of new ideas, new knowl- 
edge, new markets developed while taking this famous 


Course: “Two keymen cases this week” . . . “$200,000 
partnership sale” .. . “Just closed an estate tax case for 
$75,000” . . . “My production is up 35% thanks to these 


If you, too, are interested in new sales horizons, write 
us today for descriptive literature about our Tax & 
Business Course! 





it may appear less exciting than some 
from the outside, and it is a fact that 
insurance companies generally are not 
noteworthy for high salaries, bonuses 
and _ stock participation plans—the 
lafter, of course, being ruled out in 
mutual companies because there isn’t 
any stock to be participated in. We 
must therefore look carefully at the 
incentives which we are capable of 
supplying, and do the best we can. 
The first job is to make the insurance 
industry a good and satisfying indus- 
try to work for. This is purely a 
function of good management, but 
even in good management it will 
require an outlay of money.” 

Can Mean Government Action 


The penalties for not doing some- 
thing about these problems can mean 
debilitating government regulation and 
government competition, Mr. Shanks 
concluded. Because of its vast size and 
its commanding economic position, the 
industry is an attractive prey for 
demagogues bent on regulating in- 
surance companies out of business. 

“To the extent that we can’t provide 
it, the government is likely to,” Mr. 
Shanks warned. A way must be 
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EQUITABLE LIFE OF IOWA IN 


MICHIGAN and INDIANA 


Whether they’re building motor cars in Detroit, 
racing them on the Indianapolis Speedway, or liv- 
ing quietly in the rural areas, a sizable number of 
people in Michigan and Indiana are insured by 
Equitable Life of Iowa. That’s due largely to the 
efforts and fine insurance service provided by 

these general agents and their agency associates. 
» To these men, a salute from the Equitable Life! 


Set Dates For LIAMA 


Atlantic Alumni Assn. 


Atlantic Alumni Assn. of LIAMA 
school in agency management will 
hold its annual conference at Hotel 
Roosevelt, New York City, Sept. 25-26. 
All LIAMA school graduates are con- 
sidered members of the association 
and all field and home office graduates 
and any home office men of LIAMA 
companies, even though non-graduates, 
are invited to the fall conference. 

Chairman of the program committee 
for the conference is Arthur W. 
Schmidt, general agent at New York 
for New England Life, who is vice- 
president of the association. 





found to provide some sort of coverage 
for any person with the ability to pay 
a reasonable premium. 

Insurance is already a big business - 
with the government, he explained. 
The only way to keep it from en- 
croaching any further upon the in- 
dustry, is for insurance companies 
themselves to do the job of protection 
for all. 
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Buckley To Helm Of 
Dallas Insurance Club 


L. Mortimer Buckley has been elec- 
ted president of Insurance Club of 
Dallas, succeeding A. R. Buchel of 
Gulf. Other new officers are: Charles 
W. Morgan, General Adjustment Bur- 
eau, Ist vice-president; James E. Wal- 
lace, Wallace agency, 2nd vice-presi- 
dent; John Stuart, Employers Casualty, 
treasurer; and Philip L. Pitts, Fireman’s 
Fund, secretary. 

Mr. Buckley, general agent in north 


FieNATIONAL UNDERWRITER 


Texas for New England Mutual since 
1945, started in insurance in 1928. He 
has been president of Chicago CLU 
chapter and became president of Chi- 
cago Life Underwriters Assn. in 1939. 
He went with New England Mutual 
in Chicago in 1940, and in 1942 went 
to Houston. In 1954 he was named a 
director of General Agents & Managers 
Conference of National Assn. of Life 
Underwriters. He was elected vice- 
chairman, was national chairman in 
1957, and served for six years as 
state national committeeman. He is now 
president of SMU institute. 


Name Harrison Head Of 
Ohio A&H Underwriters 


Ohio Assn. of A&H Underwriters at 
its annual meeting in Cincinnati con- 
sidered plans to increase membership 
and heard discussions of progress in 
company relations with hospitals and 
doctors, distribution trends, selling and 


training. 
Herman C. Harrison, Harrison & 
Lawrence agency, Cincinnati, was 


elected president. B. W. McIntyre, 
Mutual Benefit H.&A., Columbus, was 
elected 1st vice-president; Ben L. 
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Rosen, Continental Casualty, Toledo, 
2nd vice-president; Howard H. Coron, 
vice-president; and C. S. Curtis, Guard. 
ian Life, Columbus, secretary. 

The state association recommended 
to the international that time and 
energy should be given to developing 
relations with home offices to improve 
membership. 

Richard J. Eales, assistant director 
health insurance, Life Insurance Assn, 
as staff representative of Health Insur. 
ance Council, announced establishinent 
of the council’s state committees: for 
extending to community level the 
national program to strengthen rela- 
tions between companies, hos)itals 
and doctors. 

Richard W. Angert, sales vice-presi- 
dent Inter-Ocean, declared that if the 
Forand bill in Congress is passed, “we 
are out of the insurance business,” and 
the government will be “in.” He 
urged the agents to give more Service 
and to be fair to the companies in 
selecting of policyholders. 

John S. Bickley, professor of in- 
surance Ohio State University, com- 
mented that all the agents have to do 
as their share in helping to keep 
government out of the insurance busi- 
ness is sell enough people, sell the 
right kinds of coverage, and keep them 
happy. He cited current marketing 
trends, such as package coverages, 
installment buying, vending machines, 
and shopping centers, all with their 
effects upon selling of the future, 


Objections Discussed 


Fred W. Gusweiler, vice-president 
Union Central Life, discussed objec- 
tions and said that “objections help 
with the sale if we know what the 
prospect is really thinking.” Bruce 
Gifford, managing director of Inter- 
national Assn. of A&H Underwriters, 
invited those in attendance to the con- 
vention in Los Angeles, June 11-14, 
Legislation, he said, is one big reason 
for the necessity of a strong organiza- 
tion in the business—for the state 
association, the local association, and 
the individual agent. 

Cornelius Scheid, New York Life, 
was the banquet speaker, and John J. 
Plumb, vice-president and- director of 
agencies Paul Revere Life, gave the 
closing address. 


Record For Mass. Mutual 


A new record for April production 
was set by Massachusetts Mutual. Or- 
dinary sales exceeded $73 million, 
36% ahead, for the company’s fifth 
largest monthly total. For the first 
four months sales totaled $317,459,015 
of ordinary, up 2542%. Combined or- 
dinary and group aggregated $377,- 
697,496. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
e Chicago 4, Illinois 
WaAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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SELECTORS TOLD: 

No Repetition 

Of Past Decade's 
Medical Progress 


The unlikelihood of future medical 
and surgical progress on the scale that 
marked the past decade was empha- 
sized by Dr. Thomas C. Dunlop of 
Manufacturers Life in his paper pre- 
sented at the annual meeting of Home 
Office Life Underwriters Assn. at 
Atlantic City. 

Dr. Dunlop’s paper covered the 
widespread and _ rapid progress of 
medicine in recent years and how it 
relates to the job of the underwriter. 
He said the big point for underwriters 
to consider is that scientific advances 
of the past decade will not be re- 
peated and that probably never again 
will such a rapid improvement in mor- 
tality occur. The major strides in 
medicine have already been taken, and 
drastic changes in underwriting sim- 
ilar to those of the past 10 years prob- 
ably won’t occur again. 


Three Kinds Of Heart Disease 


As for the meaning of these medical 
advances to the underwriter, Dr. Dun- 
lop dealt first with cardiovascular-re- 
nal disease, which he broke down into 
three major groups—congenital, in- 
flammatory and degenerative disease. 

The post-war period has seen a con- 
centration of interest in congenital 
anomalies, Dr. Dunlop said, and has 
resulted in improved methods of in- 
vestigation, which in turn have made 
pre-operative diagnosis more certain. 
Improved anesthesia, a greater 
knowledge of electrolyte balance, the 
development of hypothermia and the 
introduction of practical artificial 
heart and lung preparations and arti- 
ficial pace makers permit the surgeon 
to attempt new techniques. 

“All this is wonderful—medical 
drama of the finest—but from our 
point of view as underwriters, it is of 
little importance,” Dr. Dunlop said. 
“For the most part, the group con- 
cerned is not one really needing in- 
surance, and the operative repair, while 
greatly prolonging life, probably 
doesn’t bring them within the range of 
a salable extra.” 





Hopes For Prevention 


Dr. Dunlop said that pretty much 
the same was true of victims of rheu- 
matic fever, despite the fact that ad- 
vances have improved the prognosis 
of these people. The greatest hope lies 
in the prevention of this disease, and 
from the underwriting point of view, 
the prcblem is a lessening one as the 
incidence of rheumatic fever declines. 

“With means available to control 
recurrences and minimize the danger 
of bacterial endocarditis, many of the 
companies have found it possible to 
accept for insurance even those with 
the more serious valve lesions,” Dr. 
Dunlop said. 

As for the dread complication of 
bacterial endocarditis of both congen- 
ital and rheumatic heart diseases, he 
said, “I would think that the early 
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well-treated case, where the underly- 
ing valvular disease was one of the 
lesser important group and sufficient 
time had elapsed to minimize the pos- 
sibility of further valve deformity and 
renal damage, should be insurable.” 

In covering various degenerative dis- 
eases, Dr. Dunlop expressed these 
conclusions: 

Coronary artery disease: ‘Many 
companies now believe the better cor- 
onary cases are insurable risks. Prob- 
ably the most interesting development 
along this line is the establishment 
of a pool by a British company to take 
quite a wide group of coronary cases, 
with, in my opinion, quite a modest 
extra.” 

Cerebro-vascular disease: “I don’t 
propose to say much about the de- 
generative type of cerebro-vascular 
disease except to say that localization 
is now being made with greater ac- 
curacy and anticoagulants and sur- 
gery are being used to improve the 
outlook. Nevertheless, I don’t believe 
there are many cases in which we as 
underwriters would be interested.” 

Peripheral-vascular disease: “When 
one considers that today a major ar- 
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tery of the leg can be by-passed by 
the surgeon or that the aorta can be 
successfully replaced from the kidney 
level to the legs by materials varying 
from human aorta to woven synthetic 
tubing, it seems that surgery knows 
no bounds, except the skill and courage 
of the surgeon. I don’t believe that 
you and I can yet match his courage 
in insuring these people, but the time 
may come.” 

Hypertension: In the 5% of cases 
with known causes, “individual un- 
derwriting based on underlying cause 
and success of treatment will have to 
continue. 

“For the 95% of cases left we have 
surgery and drugs. The surgeon uses 
the long tried and hit and miss suc- 
cess of a variety of sympathectomies 
and such newer operations as com- 
plete removal of the adrenal glands. 
Undoubtedly the good results from 
sympathectomy are insurable, but sur- 
gery is a long way from answering 
the problem. 

“What about the new anti-hyper- 
tensive drugs?” Dr. Dunlop asked. 
“The only condition in which they 
have had sufficiently long use to draw 
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Life Companies May 
Use ‘Check-O-Matic’ 
Name, Says LIAMA 


LIAMA has announced that the re- 
gistered name, Check-O-Matic, is now 
available to all life companies wanting 
to use it for their pre-authorized check 
plans. The companies which have been 
using the registered name—New York 
Life, Ohio State Life, Columbus Mutual 
Life, Indianapolis Life and West Coast 
Life—have agreed to release the name 
because other companies showed in- 
terest in it. It was felt, too, that the 
more standardization existing among 
companies having pre-authorized check 
plans, the greater would be the chances 
of acceptance by banks. 








conclusions is in the accelerated (ma- 
lignant) case. 

Medical advances in the cure and 
treatment of cancer, Dr. Dunlop said, 
have brought hope but, from an un- 
derwriter’s point of view, little more 
than hope. 
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Producers Miss Chance 
By Not Selling A&S: Welch 


Producers lose income if they do not 


sell A&S, J. Francis Welch, vice- 
president U. S. Life, told a meeting of 
New Jersey Assn. of A&H Under- 


writers in Newark. 

Mr. Welch based this premise upon 
the increase in A&S business during 
the last five years. He noted that the 


FteNATIONAL UNDERWRITER 


1950 premium volume was $1 billion 
two hundred million, and in 1955 it 
had grown to $2 billion nine hundred 
million. Mr. Welch attributed this to 
state legislation, major medical, news- 
paper stories, and school children cov- 
erage. All of which, he said, lessened 
sales resistance by creating a greater 
public awareness of the value of pro- 
tection. 

The speaker reviewed the various 
income tax deductible factors accorded 


premium payments and benefits which 
he said should be used as a basic sell- 
ing point. He also urged a careful 
dovetailing of benefits with those pro- 
vided by Veterans Administration, 
state plans, federal benefits and union 
or trade association arrangements for 
medical care and loss of time. 

The meeting also went on record as 
unanimously opposing the Forand 
legislation now pending in Washington, 

(op 





NORTHWESTERN MUTUAL POLICYHOLDERS. Both Benjamin Clayton (left) and his brother, 
William L. Clayton, have had insurance with this company since 1908 





KARSH, OTTAWA 


“Life insurance buys anyone the time 
he needs to build an estate!” 


Advice concerning a problem most young men face— by Wm. L. Clayton, founder of Anderson, 
Clayton & Co., world’s largest cotton merchants, and former Under-Secretary of State for Eco- 
nomic Affairs, and Benjamin Clayton, former partner in Anderson, Clayton & Co., now retired. 


a HAPPENS to nearly every ambitious 

young man. He goes through a peri- 
od of acquiring financial responsibilities 
faster than he can accumulate assets. He 
may well wonder whether he will ever ‘get 
ahead of the game’ in time to do himself 
and his family any real good. 

“Here is where life insurance can be 
of great value. With it, a young man can 
immediately establish the measure of se- 
curity he wants for his family. The race 


against time is ended. He can pursue his 
career confidently, without being under 
excessive pressure. 

“Moreover, life insurance represents 
progress for the individual, as well as pro- 
tection for the members of his family. 
Not only does it give a man the time he 
needs to build an estate, but it also de- 
velops substantial values of its own. 
And these will one day become an im- 
portant part of the estate itself.” 


A NORTHWESTERN MUTUAL 
AGENT CAN HELP 
SOLVE YOUR PROBLEM 


Y character, ability and training, 

Northwestern Mutual agents are well 

qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
with over a century of life insurance expe- 
rience, and accepts applications only 
through its own agents. 

Ask your Northwestern Mutual agent 
about Quantity-Earned Savings, pioneered 
by this company to reduce the cost of all 
policies $5000 and up. 





Zke NORTHWESTERN MUTUAL 2/6 Asurance Company 


MILWAUKEE, WISCONSIN 
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St. Louis GA’s And 


Managers Name Davis 


Robert E. Davis, Equitable Life of 
Iowa, has been selected by the nomin- 
ating committee of St. Louis Life Gen- 
eral Agents & Managers Assn. as the 
next president, subject to the election 
at the annual meeting Sept. 4. Other 
officer nominees submitted were: 
Gregory L. O’Shea, North American 
Life of Chicago, vice-president; Harley 
J. Simpson, Equitable Society, and 
Clarence H. Sheata, Metropolitan, sec. 
retary 2nd vice-president. 

At the May meeting the association 
voted to amend its by-laws to provide 
for the election of four officers instead 
of three as formerly, and also to in- 
crease the membership of the board, 

A feature of the meeting was a 
panel presentation on the general 
theme of “Induction and Initial Train. 
ing For New Agents, with Mr. Simp- 
son serving as moderator. Panelists 
were: Wallace C. Brunner, Connecticut 
Mutual; Darrell Eichoff, Metropolitan; 
Russell Fette, New England Life; 
Joseph Krull, General American Life, 
and Warren G. Pryor, New York Life, 

Among matters touched on by the 
panelists were their companies’ meth- 
ods for training agents in the pre. 
production period, prior to the time 
they actually join the agency’s staff, 
Thorough training with respect to the 
principles of life insurance was gen- 
erally utilized by the various agencies, 

An early effort is made to cull out 
the dead timber. Prospective agents are 
given to understand that if they fail 
to pass the pre-production training 
course they will not be accepted as 
agents. Some of the companies pay a 
trainee as much as $75 a week during 
the pre-production training period. Ac- 
cumulated commissions of the trainees 
in their training period is used to 
finance them through the early phases 
of their career as actual producing 
agents. If, however, they fail to make 
the grade and are dropped they are 
wen their accumulated commissions in 
cash. 


Shanks Succeeds Murphy 
On LIA Board Of Directors 


Carrol M. Shanks, president of Pru- 
dential, has been elected a. director of 
Life Insurance Assn. of America. He 
succeeds Ray D. Murphy former 
chairman of Equitable Society, who re- 
signed in February following his re- 
tirement from active service with the 
company. Mr. Shanks was president of 
LIA in 1950 and previously was a 
member of the board. He has been 
a member of many of its important 
committees, including the joint com- 
mittee on economic policy, of which 
he was chairman for several years. 


The Unity Mutual 
Life Insurance Company 
of New York 





Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
e 
L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 
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For You? 
y North American Reassurance Company is pleased to announce 











“Since its organization in 1900, 
the guiding principle of Liberty 
National Life Insurance Company 
has been to achieve success by 
deserving it; to protect its policy. - 
holders and their beneficiaries with 


this work of real value. 


entering the group field. 


publication of “Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


Complimentary copies of “Is Group 
Insurance for You” are available to 
interested home office executives without 








* construe it liberally in their favor: 





cost or obligation. Simply attach your 
personal or business card to this 
advertisement and mail today to... 


to serve them faithfully, adequately, 
honestly and economically.” 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
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ed by L. T. Noel, who has been ap- 
pointed superintendent of agencies. He 
has been director of agency operations 
since 1956. 


State Mutual 


Donald L. Barber has been promoted 
to director of auditing of State Mutual. 
He joined the company as a tax analyst 
and became an officer in 1957. He is 
a fellow of LOMA Institute. 


Berkshire Life 


Patrick E. Higgins has been appoint- 
ed agency assistant of Berkshire Life. 


HieNATIONAL UNDERWRITER 


He has been with New York Life as 
agent and assistant manager in Chi- 
cago since 1953. He will assist with 
recruiting and training operations. 


United Life & Accident 


United Life & Accident has ap- 
pointed Walter O. Corey as assistant 
to the field management vice-presi- 
dent. Mr. Corey has been a field su- 
pervisor and before that was an agent 
in Providence, R. I. 


Union Mutual 
Robert E. Irish has been appointed 
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The John Hancock 


goals. He gains a clear 


Hancock representative 
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representative knows that 

his only limitations are those he sets 
himself. With the training and 
counsel available to him through 
John Hancock, he develops his 
own talents, expands his own 


tremendous opportunities 
that lie ahead . . . in personal 
satisfaction ... prestige... 
financial reward. The John 


sets his sights high, true. But 
few men — in any profession — 
have better reason to do so. 







INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


view of the 





home office field development super- 
visor of Union Mutual’s agency de- 
partment. He joined the management 
training program two years ago. Since 
that time he has been studying vari- 


ous phases of the business and attend-,, 
is thé 


ing the Purdue course, He 
youngest son of President Rolland E. 
Trish. 


John Hancock 


Hugh Phillips has been appointed 
supervisor of field training for the 
mid-continent area of John Hancock. 
He has been an assistant manager at 








June 7, 1953 
Cambridge, Mass., since 1943, an 
before that an agent in Brightoy 
Mass. 


Equitable Life Of lowa 


Ray P. Lotzer has been appointa 
general agent for the company at Rock. 
ford, Ill. He succeeds C. D. Walke 
who has relinquished managerial re. 
sponsibilities but continues with th 








C. D. Walker 


R. P. Lotzer 


company as a special representative 
Mr. Lotzer went with Equitable 4 
Iowa in Rockford in 1945 after ey. 
perience as a teacher and a coach. Fo 
the past eight years he has been a 
LUTC instructor there. He is a pat 
president of Rockford Assn. of Life 
Underwriters. Mr. Walker joined the 
company in Fort Wayne, Ind., in 19% 
and nine years later became gener 
agent at Rockford. 


Northwestern Mutual 


Harold W. Baird has been named 
superintendent of agencies of North. 
os western Mutu 
effective June |, 
He joined the com 
pany in 1935 in 
Chicago and later 
became agency as 
sistant of a Brook- 
lyn general agency, 
He has been with 
the Guy agency of 
New York City 
since 1953. Mr. 
Baird is a member 
of MDRT and a 
CLU. 





Harold W. Beird 


Aetna Life 


Aetna Life has appointed John H. 
Filer assistant counsel effective July 
14. He is now a partner in the New 
Haven, Conn., law firm of Gumbart, 
Corbin, Tyler & Cooper. He was 
elected to the Connecticut senate in 
1956, and is a member of the legisla- 
tive council and the Connecticut com- 
mission on revision of the corporation 
laws. 


Liberty Life 

Liberty Life has appointed A. Alec 
Kroeg regional group supervisor for 
Georgia and Alabama. He has been 
regional group. supervisor of _ the 
Greenville area and assistant secretary 
of the group department. 


Life Of North America 


Frank A. Carpenter has been ap- 
pointed director of group underwriting 
of Life of North America. He was 
senior group underwriter of Prudential. 


Kentucky Central L.&A. 


R. H. West, executive vice-president 
and secretary, has been named presi 
dent to succeed E. H. Speckman, who 
retired. Mr. West has been with the 
company since 1920 and has held ex- 
ecutive positions since 1935. 

Mr. Speckman started with the com- 
pany as an office boy in 1910, eight 
years after it was organized. He was 
auditor and then vice-president before 
becoming president in 1936. Some 200 
company employes and guests attended 
a dinner for Mr. Speckman May 23 at 
Louisville. 

W. L. Newton has been elected ¢x- 
ecutive vice-president and Wilsom 
Yates secretary. Mr. Newton has bee? 
vice-president. 
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Number Of Too-Fat 
Executives Cut A 
Third In 15 Years 


In the last 15 years the number of 
overweight executives has been re- 
duced a third, according to a study 
of 5,000 executives made by Life 
Extension Examiners and reported by 
Health Insurance Institute. 

Life Extension Examiners, in exis- 
tence for some 40 years, is a national 
medical group concerned with preven- 
tive medicine by way of regular medi- 
cal examinations. Dr. Harry Johnson, 
its medical director, said the main 
reason for the change is that execu- 
tives have been made to realize the 
importance of keeping their weight 
down as a part of total personal health. 
Business and industry-sponsored 
health programs, through regular 
health examinations, have focused at- 
tention on this help-yourself phase of 
staying well. 

“Today, only 15.2% of executives 
are more than 10% above normal 
weight, a big improvement over 15 
years ago when 29% of executives 
were too heavy,” said Dr. Johnson. 
“Under age 40, the percentage of over- 
weight executives is 11.2.” 

According to health insurance statis- 
tics approximately 30 million persons, 
or a fifth of the U.S. population, are 
overweight. Studies indicate that the 
average individual can expect his 
weight to increase from two to four 
pounds every five years up to age 60.A 
manof average height who weighs 150 
pounds at age 29, can expect a weight 
increase of four pounds by the time 
he is 34. At 45, he can normally expect 
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to weight 160 pounds, and by 60, he 
probably will weigh 163 pounds. This 
is a gain of 13 pounds over 35 years, 
and does not represent overweight. 

Overweight becomes a disease only 
when weight exceeds by 10% the 
normal figure that has been set up 
for height and build, Dr. Johnson said. 

“Keeping weight down is not a 
matter of dieting—or starvation,” Dr. 
Johnson said. “It is rather a sensible 
approach to eating the proper foods 
in adequate amounts. Maintaining 
weight at the normal scale for height 
and age is a way of life, rather than 
a sudden spurt of activity aimed at 
‘reducing.’ The individual who keeps 
his weight under control does not 
overeat one day and ‘make it up the 
next’ by starving himself.” 

Of the 5,000 executives examined 
for the study, 58.9%, he said, were 
healthy “without evidence of signifi- 
cant organic disease. This is a high 
level of health that the general public 
does not surpass. 

“Only 8.1% were found to have 
high blood pressure, and only 7.6% 
to have organic heart disease.” 

These figures, said Dr. Johnson, 
would seem to go counter to a popular 
impression that high-pressure execu- 
tives are more ulcer prone than skilled 
laborers. Evidence would indicate, he 
said, that the responsibilities of execu- 
tives do not automatically cause ulcers. 


Manhattan's Sales Up 51% 
For March, 27% For Quarter 


Manhattan Life’s sales of ordinary 
during the first three months were 
$34,421,778, up 27%. Each of the first 
three months showed an increase in 
ordinary. March sales totaled $12,989,- 
382, up almost 51%. 





LOOK HERE! 









With a proven sales record, 
one of the Provident States*, we may have 
just the opportunity you are looking for. 






and if living in 


WHY NOT HAVE? 








Vested Renewals 
Competitive Policies 


Write in strict confidence to: 


Joseph Dickman, 
Agency Vice President 


*“THE PROVIDENT STATES” 
Minnesota, North Dakota, South Da- 


kota, Montana, Wyoming, 


Washington, Oregon, California, New 


Mexico. 


PROVIDENT LIFE 


Your Own General Agency 
Top Commissions on Personal Production 





Powerful Sales Brochures 
Tops in Support from Home Office 
Growth with a Growing Company 


Idaho, 








ACCIDENT HEALTH 


_ INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 





Oil Bills Now Covered 
By Group Insurance Plan 


Life insurance protection, at no ex- 
tra cost, is now available to home 
owners who purchase heating oil on 
the budget-payment plan offered by 
Esso Standard Oil. The group cover- 
age will be written by Metropolitan 
Life. It insures the head of the house- 
hold and covers budget payments for 
the rest of the heating season in the 
event of death. The period starting 
next September through June 30, 1959, 
is the first to be covered. 
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B.M.A. Shows Income Rise In ‘58 

Total income of Business Men’s As- 
surance in the first quarter of 1958 
rose 7.8% over last year, President 
J. C. Higdon announced recently. 
Premium income was $12,003,282 com- 
pared with $11,515,855 for the same 
period in 1957; investment income was 
$1,535,672 against $1,428,157; and 
other income was $968,559 against 
$519,027. 

New paid-for life came to $82,915,- 
407 against $84,840,404 a year ago. 
Total life in force March 31 was 
$1,373,662,851, up from $1,338,833,646 at 
year end and $1,204,283,844 a year ago. 





“3 BUILDERS — 


what do you mean?” 
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We're referring to the Union Mutual team that helps build 
our field men. This trio, made up of a Regional Agency 
Supervisor, a Field Development Supervisor and the Agency 
Manager, directs its efforts toward building the field-man — 


assisting him in all phases of his personal growth. 


In the process, we make available the best sales tools and 
provide careful training, guidance and supervision. Out of the 
mold of consideration and understanding comes a man of 
greater stature and income — who is a happy member of his 
community and a credit both to himself and to the 


name of Union Mutual. 


MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 
America’s Eighth Oldest Life Insurance Company 


Offering All Forms Of 


LIFE 


NON-CAN 


GROUP 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 








16 


Che knows 


From firsthand experience, 
the wife of a Liberty Life 
representative knows that 
her husband can count on— 





e basic and advanced 
training 

@ a good income 

e opportunities for promotion 

e liberal group and pension 
benefits 

Behind him and her is 

Liberty Life’s 53-year record 

of growth and progressive 

management. 





LIBERTY LIFE 
INSURANCE COMPANY 


Greenville, South Carolina 


Ale \ue 
LIBERTY 
LIFE 





{Ii FINANCIAL FREEDOM FOR THE FAMILY 
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—for men with vision . . . gong places: 


Protits; Every American Travelers’ 
policy is full of “you attitude” benefits 
which help you se// more . . . profit 
more! 


For men with their eyes fixed on the 
stars of achievement . .. American Trav- 
elers’ Life presents a challenge—and 
such rewards as 


Progress, All of our efforts, plan- 
ning and strategy are fixed on a point in 
infinity . . . a point we can reach only 
through Progress! 


Prestige; American Travelers’, 
backed by a depth of experience in life 
underwriting—is a company you'll take 
pride in representing! 

American Travelers'—a company you can go with—a company you can grow with! 


For details 
write Roy A. Foan, 


MERICAN ~” 


, RAVELERS 
Ue Lrauutwenece Conytiatiy 


1512 NORTH DELAWARE STREET + INDIANAPOLIS 2, INDIANA 
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MASS. MUTUAL MEETING 





Directors’ Resolution 
Lauds Field Force 


A resolution passed by the board of 
Massachusetts Mutual commending the 
field force on its 
outstanding sales 
accomplish- 
ments was read by 
President Leland 
J. Kalmbach dur- 
ing his address be- 
fore the company’s 


Leaders Club 
meeting in Holly- 
wood, Fla. 


In speaking be- 
fore more than 700 
top producers 
gathered for 
three-day business session, Mr. Kalm- 
bach called the gesture unique in the 
field. 

The resolution cited consecutive 
ordinary production records and above 
average gains resulting from the efforts 
of 1,600 full-time agents. Special men- 
tion was made of record-breaking sales 
of the first quarter of this year, during 
which agents delivered a volume of 
ordinary business representing a per- 
centage gain over the same period in 
1957 substantially larger than the cor- 
responding gain in sales by all U. S. 
companies and by all ordinary com- 
panies having at least $2 billion of 
ordinary life in force. 

In his address before the annual 
group conference at Key Biscayne, Fla., 
Mr. Kalmbach expressed satisfaction at 
the development and rate of growth of 
group insurance operations since the 
company’s entry into the field in 1946. 





Leland J. Kalmbach 


Says Growth Is Fastest 


He said Massachusetts Mutual now 
has over $1 billion of group life in 
force and its rate of growth has been 
the fastest in the industry. Annual 
premiums in force now amount to $46.5 
million, a 30% increase in the past 12 
months. At the end of 1957, assets of 
the group department were $119 mil- 
lion, an 18% gain for the year. Home 
office and field group personnel totaled 
462, compared with 398 a year ago. 

“It is our objective to have a suf- 
ficient number of truly professional 
group salesmen to give adequate and 
effective service in all areas in which 
we operate,” he said. 

Mr. Kalmbach told his listeners, “I 
hope you are all as convinced as I am 
that there is a tremendous future in the 
group insurance field. The cost of all 
classes of fringe benefits for American 
workers rose from $1 billion in 1929 
to $36 billion in 1955, and it is estimated 
that the cost will reach $120 billion by 
1975. 

“The current cost of these benefits 
is 18% of the total paid in wages and 
salaries, and the 1975 estimate repre- 
sents 30% of the anticipated wage and 
salary bill for that year. This forecast 
leaves little room for doubt that the 
opportunities for well-qualified group 
salesmen will become greater and 
greater in the years ahead,” Mr. Kalm- 
bach said. 

Stanley W. Bowen, district group 
manager in Los Angeles, and Neil 
Oliver, senior group consultant in New 
York City, received the company’s two 
highest group awards at the conference. 

Mr. Bowen received the annual 
group man-of-the-year citation for 
his impressive 1957 production record 
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and for over-all efficiency, dependa- 
bility, promptness, thoroughness with 
details and knowledge of the business. 
It was the second man-of-the-year 
award for Mr. Bowen, who shared the 
honor two years ago with Bruce M. 
Bender, district group representative 
in Los Angeles. 

Mr. Oliver won the first annual 
group production leader award by 
making a clean sweep of the group sales 
competition. For 1957, he was first in 
group life volume, first in group term 
and casualty premium and first in 
group pension premium. 


Need Surgical Schedules, 
More A&S Education, Says 
Halverson Of Occidental 


A return to the use of surgical fee 
schedules and considerably more edu- 
cation on the subject of health insur- 
ance was stressed by A. B. Halverson 
2nd vice-president Occidental of Cal- 
ifornia, in his address before Los 
Angeles A&H Managers Assn. 

In his talk “Medical Relations and 
Surgical Fee Schedules,’ Mr. Halver- 
son noted that the considered opinion 
of “tcp men in medicine” is that the 
industry is “going to be forced—within 
the next few years—to go back to 
surgical schedules.” 

Admitting that the California fee 
schedule is not perfect, Mr. Halverson 
said that it was a “great improvement” 
over the many schedules developed by 
the industry and offers “a guide to 
arrive at reasonable surgical fees.” 

Calling the need for health educa- 
tion “tremendous,” Mr. Halverson 
stated that the public doesn’t under- 
stand the effects of over-utilization or 
abuses of this insurance by “a few 
people.” 

“The medical profession is aware 
that it must protect and enforce the 
ethical practices of the profession,” Mr. 
Halverson said. “It is to their best 
interest to retain the many advantages 
and gains that they have realized as a 
result of health insurance expansion 
and they are apprehensive about rising 
costs of medical care.” 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 


ACTUARiIF. 
MANAGEMENT CONSULTANTS 
LIFE— FIRE—-Casu:.: 
EMPLOYEE BENEFIT PLANS 








RICHMOND ATLANTA NEW YORE 
POR'I A> ae 
0. R. CARTER 
Consultant On 


Agency Building 
40 years experience 


818 Olive Street 
St. Lovis, Mo. 














Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 


N.E., Atlanta 8, Georgia, 
P.O. Box 6192. Telephone 
TRinity 5-6727. 
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News Of Field Men 


Mutual Of New York 


Mutual of New York has expanded 
three district offices into full managing 
agencies and has appointed a manager 
in Toledo. 

Albert Madsen, district manager in 


Connecticut General 


Donald B. Rathbone Jr. has been 
named district group manager in Bur- 
lington, Vt., for Connecticut General. 
He has been serving as a special group 
representative at Hartford. 

New group pension representatives 
are Edwin A. Carter in Los Angeles, 
David B. McKiernan in Philadelphia, 
William B. Reed in New York City, 
Thomas E. Reynolds in Detroit and 
Arthur C. Shilling in Chicago. All 
have been with the home office group 
pension sales department. 


Washington National 


pointed general agent for Datias and 
north Texas for 
the company with 
offices at 2006 
Bryan street, Dal- 
las. Mr. Reynolds 
entered life insur- 





Abert Madsen 





Joseph B. Clarken 


Austin, Tex., becomes the mana- 


Roger W. Reynolds has been ap- . 


ger of the new agency. He joined the 
company in 1952. 

Philip J. Holzer, who has been an 
assistant agency manager in Billings, 
Mont., will be the new manager in 
Amarillo, Tex., effective July 1. 


ance in 1949 as an 
agent and super- 
visor for north 
Texas with enoth- 
er company. He at- 


LIFE INSURANCE EDITION 


Ohio National Life 


Two general agents have been ap- 
pointed by Ohio National Life. 

Wayne C. Hammond goes to Los 
Angeles where he will manage the 
company’s local agency. He was for- 
merly agency manager for Equitable 
Society. 





Wayne C. Hammond Melvin Lees 


Melvin Lees will head the company’s 
new agency for the San Fernando Val- 
ley area. He has been a personal pro- 
ducer and an assistant agency man- 
ager. 


American United Life 


Monte H. Wirch has been appointed 
agency manager in Oakland, Cal., by 
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American United Life. Mr. Wirch 
joined the company a year ago as 
general agent, and has four years’ 
experience in the business. 


Pan-American Life 


Pan-American Life has appointed 
Thomas 


H. Baird general agent in 
™ New Mexico, with 
headquarters in 
Deming. He has 
been agency direc- 
tor of Trans-Am- 
erican Life, region- 
al general agency 
supervisor for 
Northwestern Life 
and district man- 
ager for General 
American Life. 


Thomas H. Baird 


American National 


M. O. Bickel has resigned as man- 
ager of the Galveston agency to head 
a pension, profit-sharing, and estate 
analysis organization there called Bick- 
el & Associates, with general agency 
status. He was training director for 
the company before heading the Gal- 
veston agency. 

Daniel Beresford has been named 
general agent at Bakersfield, Cal. He 





Joseph D. Clarken has been assistant 
manager in Savannah and has been 
appointed manager in Lexington, Ky. 





Charles H. Cory 


Philip J. Holzer 


Charles H. Cory, who was assistant 
manager in Detroit, was appointed 
manager in Toledo. He succeeds Floyd 
C. Baldwin who is retiring. 





tendea SMU ins3ii- 
tute and has 
completed LUTC 
and various tax 
and business in- 
surance courses. 


R. W. Reynolds 


Guardian Life 


Guardian Life has appointed Dean 
M. Quain, former supervisor for Mu- 
tual of New York, as manager of the 
new agency in Phoenix. Andrew T. 
Germond, who has been an agent for 
Guardian in Troy, N. Y., has been 
appointed brokerage supervisor. 


Postal L.&C. 


Harold W. Bradford has been ap- 
pointed general agent in Houston by 
Postal L.&C. Before joining the com- 
pany, he served in supervisory capaci- 
ties with other insurance companies 
for eight years. 
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A fanfare, if you please 


... for a top performance. It is difficult to keep improv- 
ing upon success. But the 140 members of our President’s 
Club did it again last year in achieving outstanding 
records in performance and in quality of service to clients. 


The record: thirty-five members are life and qualify- 
ing, having earned this honor ten or more years. Forty- 
five have earned it five or more years. And thirty-four 
wrotea million or more new life insurance in our company. 


A top performance... by our top group. 


CONNECTICUT GENERAL 
YC} Life Insurance Company, Hartford 
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joined the company in 1949 as agent 
and became an area recruiting and 
training director in 1954. He became 
district manager at Los Angeles in 
1955. Lyman Dodson, who entered in- 
surance in 1951, will head a newly 
created office in Milwaukee. Leroy E. 
Brown, with the company since 1948, 
has been promoted to general agent 
at Galveston, filling the post vacated 
by Mr. Bickel. 

Frank Simmen will direct American 
National’s new office at LaMarque, 
Tex. He joined the company in 1956 
and was named a district manager 
at Galveston the next year. 

Grosto Weils, who joined the com- 
pany in 1956 and was promoted to 
district manager at Dayton in 1957, 
has been appointed manager at Indi- 
anapolis. Ruben R. Nelson has been 
named manager of a new office in St. 
Paul. 

Robert W. Roehl, district manager 
at Cleveland since 1957, has been ap- 
pointed manager of the new Toledo 
office. He has been with the company 
since 1956. 


Continental Assurance 


William P. Montgomery has been 
named manager of a new group re- 
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gional office in Tampa. Mr. Montgom- 
ery was formerly account executive 
serving the Chicago area from the 
company’s home office. 

George E. Reinking has been ap- 
pointed group regional manager in 
Dallas. Mr. Reinking was also an ac- 
count executive in Chicago. 

Appointed group supervisors were: 
Robert C. Wareham, Los Angeles; 
James A. Bastian, Detroit; William M. 
Millon, New York City, and Duane 
Posthauer, Cleveland. 


North America 


North America 
has appointed John 
F. Huber III man- 
ager in Philadel- 
phia. He has been 
with New York 
Life as manage- 
ment assistant. 

James E, Simp- 
son has been ap- 
pointed to build 
brokerage sales in 
Orlando, Fla. He 
has been with 
Business Men’s 
Assurance. 


John F. Huber III 
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Manhattan Life 


Hugh S. Hughes 
has been appointed 
general agent of 
Manhattan Life in 
Little Rock. He 
was a general 
agent for Western 
Life and_ before 
that an agent for 
Southwestern Life. 





Hugh S. Hughes 


Mutual Benefit Life 


Paul V. Severin has been appointed 
general agent in Richmond for Mutual 
Benefit Life, suc- 
ceeding Meade J. 
McMillen, now an 
executive of First 
Colony Life. Mr. 
Severin has been 
manager for Union 


Central Life at 
Richmond. 
Mutual Benefit 


has opened a re- 
gional group office 
in Cincinnati with 
Howard J. Foley 
Jr. as manager of 
the office. He was 
with John Han- 
cock from 1949 until 1955, when he 
joined Paul Revere Life as group su- 
pervisor at Detroit. 





Pau! V. Severin 


Kansas City Life 


Gerald F. ihoernson has been named 


general agent for north central Indi- 
ana and southern Michigan with head- 
quarters at Mishawaka, Ind. Mr. 
Thornton has had six years of sales 
experience, three of them as a per- 
sonal producer. 


> 


ASS 





before settling on the Company 
you want to represent! 


) 





HETHER you want to be a producing agent or organize an 
V V agency all your own, you will do well to look at the State 
Life. That’s because State Life—headed by aggressive and 
experienced men—offers everything that it takes to interest 
and develop agents and agency managers... 
tion with retirement provisions, thorough training courses for 
) agents and agency management, career financing plan for new 
men and a host of other advantages too numerous to mention 
here. So write immediately for all details. There are terrific 
opportunities in many states. 
DIHL H. LUCUS—Director of Agencies 
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Paul Revere Life 


Louis A. Nowell 
has been appoint. 
ed general agent 
for Massachu- 
setts Protective 
and Paul Revere 
Life in Baltimore, 
He has been re- 
gional group man- 
ager for Nation- 
wide and_ before 
j that district sales 
. _— manager. 

Lou's A. Nowell 


Northwestern Mutual Life 


Willard H. Griffin has been appoint- 
ed general agent for Connecticut with 
headquarters in 
Hartford. Former- 
ly superintendent 
of agencies and 
general adminis- 
trative officer for 
agency activities, 
he succeeds Glenn 
B. Dorr, who is re- 
tiring. 

Mr. Griffin has 
been with North- 
western since 1937, 
moving to Milwau- 
kee in 1948 as as- 
sistant director of 
agencies. 


FARMERS & BANKERS LIFE— 
Three general agents have been ap- 
pointed by the company: Thomas 
Graham and E. B. Burns Jr., both of 
whom have been assigned to the Fort 
Worth territory; and C. Lawton Smith, 
Dallas territory. 


LIBERTY LIFE & ACCIDENT— 
William Haig has been appointed 
Muskegon (Mich.) agency manager. 
For the past two years, Mr. Haig has 
been with Travelers. 








W. H. Griffin 











UNITED FAMILY BENEFIT 


















One uniform low 
premium of $25 per 
unit of the United 
Family Benefit gives 
necessary life insur- 
ance on mother and 
all children! Father 
simply adds_ the 
Benefit to the basic 
United Life policy 
he selects. 


child. 
Insurance 


Wife and 
privilege. 


Write H. V. Staehle, Jr., C.L.U., 
Pres., United Life, 5 White St., 
SERVED: Cal., Conn., Del., D. C., 
N. H., N. J., N. C., *Ohio, *Pa., R. L., 


Decreasing term on wife means 
death benefit is greatest when chil- 
dren are small and financial protec- 
tion is most needed. Level term of 
$1,000 per unit of Benefit on each 


provided by Benefit is paid 


up in event of death of either father 
or mother. 


children have conversion 


Children born during term | of 
Benefit automatically have FULL 
coverage from 15 days old. 

UNITED LIFE AND 

ACCIDENT INSURANCE CO. 


CONCORD N.H 


ESTABLISHED 1913 


Field Management Vice 
Concord, N. H. STATES 
Me., Md., Mass., *Mich., 
S. C., Vt., V 


*General Agency opportunities available 














June’ 


Jolie 
Drav 


idea. ‘ 
good 
and a 
little 
by wh 
omic 
aband 
Secc 
makes 
financ 
As an 
this co 
made 
sion al 
The 
“Tt is 
Ameri 
ed. 
“Tf : 
can st 
other « 
The 
a talk 
preside 
cago | 
that fr 
needs, 
stop t 
The 
over t 
phone 
a pane 
don, M 
ing pa 
topolit: 





Att 
weste 
of Tz 
and | 
of th 











7, 1958 


Nowell 
ppoint- 

agent 
achu- 
ective 
Revere 
timore, 
en re- 
> Man- 
Vation- 
before 
t sales 


point- 
it with 





June 7, 1958 


Joliet Sales Congress 


Draws Large Turnout 


(CONTINUED FROM PAGE 4) 
idea. “It came into being because some 
good man loved some good woman, 
and a certain little boy, and a certain 
little girl, and wanted to find a device 
by which he could guarantee his econ- 
omic immortality in case he had to 
abandon his family.” 

Secondly, it is an institution which 
makes it possible for a man’s dream of 
financial immortality to be realized. 
As an institution, he said, it saved 
this country between 1929 and 1939 and 
made the difference between depres- 
sion and disaster. 

The final characteristic is service. 
“It is social security—on the true 
American plan,” Mr. Schriver remark- 
ed. 

“If you understand these things, you 
can sell life insurance without any 
other consideration,”’ he concluded. 

The afternoon session eonvened with 
a talk by James E. Rutherford, vice- 
president in charge of Prudential’s Chi- 
cago regional home office. Asserting 
that producers are not covering all 
needs, he suggested that it is time to 
stop taking orders and start selling. 

The rest of the session was given 
over to panel discussions. The tele- 
phone technique was demonstrated by 
a panel moderated by Francis P. Cree- 
don, Metropolitan Life, Riverside. Tak- 
ing part were Nicholas J. Fazio, Met- 
topolitan, Oak Park, and Fred J. Brom- 
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Members of Joliet Life Underwriters Assn. pictured here at the sales con- 
gress sponsored by that organization are, left to right: Martin A. Moerbe, Luth- 
eran Mutual Life; Al W. Riffel, Aetna Life; Clarence Alabastro, John Hancock; 


and Ernest Tuggle, John Hancock. 





‘57 Was Best Year In 
Provident Life History 


Provident Life had the most success- 
ful year in its history during 1957. 
Insurance in force increased to $183,- 
224,202 as compared to $168,829,552 for 
the previous year; assets increased 
from $37,661,105 to $40,870,737, and 





ley, Metropolitan, Chicago. 

Frank H. Beach, professor of mar- 
keting of University of Illinois, was 
moderator of a special panel discus- 
sion. Panelists were Car] F. Dill, New 
York Life, Waukegan, and Carl P. 
Spahn, Equitable of Iowa, Chicago. 


Attending the Joliet sales congress are, from left: Thomas Lauer, North- 
western Mutual, Joliet; Joy M. Luidens, secretary of Hoover Report division 
of Taxpayers’ Federation of Illinois; Roland Melander, Metropolitan, Joliet; 
and Robert Griffin, Aetna Life, Joliet. Mr. Melander was general chairman 
of the sales congress, and Mr. Griffin is president of the Joliet association. 














North American Building 








For the man willing to explore unlimited 
opportunity, North American Life offers 
top contracts, liberal financing and a com- 
plete portfolio of Life and A&S contracts. 


Our 1957 Paid Life production set a new 
nigh in North American's fifty year history 
. . . success makes for success for the man 
who wants it—NOW! 


Srasuance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


Chicago, Illinois 





capital and surplus grew from $2,703,- 
357 to $2,975,993. 

Provident’s board declared a 33144% 
capital stock dividend, and a cash 
dividend of 85 cents per share. 

R. W. Edick, Joseph Dickman and 
J. A. Zuger were reelected to the 
board, as were all present company 
officers. 
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Southwestern Bankers And 
Colonial American Merge 


Colonial American Life and South- 
western Bankers Life, both of Corpus 
Christi, have been consolidated. 

The merged companies will operate 
as Colonial American Life with J. W. 
Littrell, former president of Colonial 
American, as president and chief ex- 
ecutive officer. Y. C. Smith, former 
Southwestern Bankers president, be- 
comes chairman. Vice-presidents of the 
new organization are George M. Dillon, 
Simon Grossman, Rayford McNabb and 
Fenner Roth. DeWitt Morgan is sec- 
retary and William Minto, treasurer. 

Consolidation of the companies was 
effected by a charter amendment in- 
creasing the number of Colonial Amer- 
ican shares, and by exchanging one 
share of Colonial American for each 
two shares of Southwestern Bankers 
stock. 

Effect of the consolidation is to 
create a company with total assets 
exceeding $1 million, with approxi- 
mately $14 million of life in force, 
about $350,000 in annual premium 
income, and with a substantial volume 
of A&H by Southwestern Bankers. 

Last year Colonial American pur- 
chased all the life business of Guard- 
ian General Life. 





portunity 


IN DES MOINES 


FOR THE MAN READY FOR 
General Agent Capacity 


Here’s a wonderful money making opportunity 


in busy growing Des Moines for the properly 


qualified man ready for General Agent Operation. 


Throughout our entire territory from California 


to Florida, National Reserve Life is continuing 


a full seale expansion program. Our Company, 


one of America’s fastest growing, has over 


$222,000,000 Insurance In Force. 


For a profitable career with the company pro- 


viding you complete home office cooperation and 


effective sales aids—write us today. Correspond- 











ence in complete confidence. 


H. O. CHAPMAN, 
President 


S. H. WITMER, 
Chairman of the Board 





NATIONAL RESERVE LIFE INSURANCE COMPANY 
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Write 
H. S. HAGAN 
President _ 
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H Om E 
OFFICES 


Guaranteed Renewable A & S and hospi- 
talization, Family Group, low cost Whole 
Life, Disability income of $10 per month per 
$1,000.00, low cost Term insurance, Substand- 
ard to 500% mortality. These are just a few 
of our up-to-the-minute attractions. Grow with 
us! 


Midiand National 


INSURANCE COMPANY 
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| Watertown, South Dakota 








ACTUARIES 








CALIFORNIA 


ILLINOIS (Cont.) B 





COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 





CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Sioee 4, Ill. 
Telephone WAbash 2-3575 














GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 





IOWA 





TAYLOR AND TAYLOR 


Consulting Actuarial and 
IBM Statistical Service 


814 American Bldg. 


Home Office = Cegar Rapids, lowa 











GA.-VA.-NY.-ME. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 











GEORGIA & 
MICHIGAN 





Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 











ILLINOIS 





CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





INDIANA & NEBR. 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Omaha 





Indianapolis 








NEW YORK 


Wolfe, Corcoran and Linder | 
Consulting Actuaries | 





Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y | 


PENNSYLVANIA 











E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna 


Consulting Actuaries 
Accountants 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 


NATIONWIDE 














Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.C.A. Irma Kramer 
Aian K. Peterson, A.S.A. E. J. Pilsudski 
D. W. Sneed Wn. P. Kelly 
FRanklin 2-4020 








Sewin Shen & C 


Actuaries—Accountants and Auditors 
342 Madison Avenue 
New York 17, N. Y. 
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Techniques Evolved To Pick Out Traits That 
Mark Member Of Million Dollar Round Table 


(CONTINUED FROM PAGE 1) 


William T. Earls, general agent of 
Mutual Benefit Life at Cincinnati 
and a past chairman of the Round 
Table. Mr. Earls is chairman of the 
public relations committee, which has 
this research as one of its major pro- 
jects. 

University of Michigan’s interviewers 
put many queries to the agents partici- 
pating in the survey, and noted their 
reactions to each. For some questions 
there was no significant difference in 
the responses of the Round Table 
qualifier and the non-qualifier. But 
to a satisfyingly large number of 
questions the answers were sharply 
different for the million-dollar man 
and the non-millionaire. Although the 
answers will have to wait until the 
report is presented, here are some more 
of the questions found to differentiate 
between the qualifiers and non-quali- 
fiers—but don’t jump to any conclu- 
sions as to which group answered 
which way, or you may have to jump 
back again when the answers are an- 
nounced: 

—Since you’ve been selling life in- 
surance, have you ever thought you’d 
like some other occupation better? 

—If you had sons, would you like to 
see them go into life insurance selling? 

—Have you any other sources of in- 
come than the life insurance business, 
to the extent of 10% or more of your 
yearly income? 

—Does a professional attitude help or 
hurt your sales? 

—lIs it better to work hard on a few 
cases or work on a great number of 
cases with less concentration? 


—Is friendliness or aggressiveness 
more important in selling? 

—wWhat is the single most important 
thing for a young agent to learn about 
the life insurance business? 

In addition to the triad of questions 
already quoted, Mr. Merritt’s report 
will give answers to such questions 
as these: 

—Does one dominant characteristic 
mark the Round Table qualifier or is 
it a pattern of traits? 

—wWhat influence, if any, does the 
“environment” (agency and or com- 
pany) have on the Round Table man’s 
success? 

—What role does the inspiration and 
example of other Round Table mem- 
bers play? 

—What characteristics of qualifiers 
seem to be inherent and which ones 
seem capable of being acquired? 

—What significance is there in 
Round Table members’ ratings of 
themselves on such points as competi- 
tiveness, money drive, energy and phy- 
sical drive, and fluency in face-to- 
face situations? 

—How do Round Table members 
tend to rate the state of morale in their 
agencies? 

—Do Round Table members tend to 
stay with the same agency or are they 
likely to switch? 

—What significance is there in such 
background factors as earning part or 
all of college expenses, attaining high 
marks in high school and college, and 
taking active leadership in school and 
college affairs? 

—How much of a factor is a high 
degree of sociability in attaining Round 
Table membership? 

—How do first and second year work 
habits affect early qualification for 


the Round Table? 

The research work of University of 
Michigan was financed by grants to 
the Round Table from Penn Mutual 
Life in 1956 when its agent, Arthur F, 
Priebe, Rockford, Ill., was chairman 
and from Northwestern Mutual Life 
last year, when its Virginia general 
agent, Howard D. Goldman, of Rich- 
mond, headed the Round Table. 
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LIFE INSURANCE EDITION 


Round Table At HOLUA Meeting 
Discusses Wide Range Of Topics 


(CONTINUED FROM PAGE 2) 


It seems to me that a sound under- 
writer when considering a case in- 
volving such circumstances’ should 
step back from the details and apply 
the simple test of insurable interest, 
i.e., does the economic interest of the 
beneficiary lie in the insured’s contin- 
ued life? If the answer to this question 
is in the negative, his action should be 
unfavorable. 

A simple test of financial under- 
writing, Mr. Frazer said, is whether 
the amount of the risk bears a reason- 
able relationship to the loss_ the 
beneficiary will suffer as a result of 
the death of the insured. 

After pointing out that the present 
large-risk experience reported annual- 
ly by Society of Actuaries is more 
favorable than the over-all experience, 
Mr. Frazer posed the question, ‘Does 
this mean we can safely ignore sound 
financial underwriting principles?” 
Cites Experience of ’20s And ’30s 


As an answer, Mr. Frazer asked un- 
derwriters to consider the reasons for 
the excess mortality experience on 
large risks in the late 1920s and early 
1930s. 

“One reason for the extra mortailty 
was anti-selection,” he explained. “The 
large-risk group contained lives in- 
sured for amounts larger than normal 
people in their financial circumstances. 
These amounts were purchased be- 
cause they felt insurance was a bar- 
gain. Since they knew more about 
themselves than the insurance compa- 
ny could find out, their beneficiaries 
cashed in at the company’s expense. 
Significantly, suicides and accidents 
accounted for much higher than nor- 
mal proportions of tr total deaths. 

“The currently fa rable large-risk 
experience is due, it , 2rt at least, to 
more careful underwriting. The un- 
known factor here is how much the 
adverse economic conditions of the 
early 1930s contributed to the unfa- 
vorable mortality experience. It is 
possible that adverse economic con- 
ditions might change the present fa- 
vorable large-risk mortality. We do 
know, of course, that large risks in the 
late 1930s and the 1940s were much 
more carefully underwritten than in 
the 1920s and that we now have sharp- 
er selection tools. However, it must be 
acknowledged that in recent years 
less and less attention has been paid 
to the sound financial underwriting 
principles developed in the 1930s.” 


Guard Against Anti-selection 


Even though an underwriter’s selec- 
tion tools have improved, he is still no 
match for the individual who wants 
his beneficiary to live in luxury at 
a life company’s expense, Mr Frazer 
warned. The underwriter must be 
constantly on guard against anti-selec- 
tion. 

One hard fact underwriters must 
face up to is that total insurance of 
more than normal for the circum- 
stances means excess mortality, he 
said. 

“Perhaps a particular case doesn’t 
involve anti-selection,” Mr. Frazer 
said, “but we know many of them do, 
and experience teaches us we have 
to underwrite in accordance with what 
will happen for the group. We can’t 
afford to violate the cardinal principle 
of the underwriter—act in accordance 
with the experience expected from 
the group to which an individual risk 
must be assigned, not according to 
what can be hoped will happen to the 
individual.” 


One difficult underwriting area, 
which often can bring the under- 
writer into conflict with the agent, is 
habits and morals, Mr. Frazer said. 
Many agents are inclined to consider 
unfavorable action because of habits 
such as excessive drinking as passing 
judgment on the applicant’s character. 
Mr. Frazer suggested meeting the 
problem head on by taking the stand 
that it is perfectly possible for an in- 
dividual to be a successful business 
man and a good average citizen and 
still not be eligible for standard life 
insurance because of drink habits. 

As for those applicants who have 
poor business reputations or perhaps 
have had income tax difficulties, Mr. 
Frazer reminded underwriters: “Good 
faith is the cornerstone of our business 
and without it life insurance as we 
know it could not exist. The under- 
writer should expect the same treat- 
ment from such an individual that he 
has given his business associates 
and the Internal Revenue Service. Se- 
vere anti-selection must be expected, 
and it is difficult to see how any sys- 
tem of ratings will enable the compa- 
ny to come out even.” 

Intrying to evaluate the under- 
writer’s work, Mr. Frazer said that a 
sound appraisal will be found in the 
mortality experience of the risks put 
on the books. However, this is a long 
term proposition, and it is still neces- 
sary to have some idea of what the 
mortality is from year to year. He 
cautioned against comparing figures 
with those of other companies as a 
method of keeping track of the mor- 
tality as it develops and any deviations 
from normal, saying that the under- 
writer should be sure he is comparing 
like things. 

Mr. Frazer said, “One company may 
be underwriting to get better than 
average mortality while another may 
be seeking a larger volume of only 
average business. Moreover, it is not 
always possible to judge how large a 
part chance fluctuations played in the 
results of one year. In addition to mor- 
tality studies, reviews of early death 
claims help keep selection procedures 
on the track.” 

An indication of whether underwrit- 
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Complete Insurance Coverage 


A Cal-Western Life agent has more to offer insurance 
buyers . . . many special features that were pioneered 
by Cal-Western Life. Agents can provide complete “one 
stop personal insurance service” . . . and it’s a decided 
advantage! 











For Modern Americans 
IT’S MODERN 





life. 


LIFE INSURANCE J 


Proper budgeting of today’s dollars to meet tomorrow’s needs is the foundation of Modern American living. 
Sensible planning for the future is backed by planned saving, with 
more prominent role as the soundest, most flexible method. Modern life insurance is a living, vital force, 
providing funds for education, home-ownership, retirement —the means for gaining the better things in 





life insurance constantly assuming a 


As requirements of Modern America change, so do the life insurance plans of Modern Woodmen. Meeting 
changing needs has been a prime function of Modern Woodmen throughout its 75-year history. That is why 
so many Americans have safeguarded their future financial welfare through the protection provided by 
Modern Woodmen life insurance. 
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HOME OFFICE — ROCK ISLAND, ILLINOIS 














22 


ing is proceeding according to plan 
can come from contacts with the field 
force, Mr. Frazer stated. 

“Every underwriter expects to hear 
occasional complaints that he is a lot 
tougher than the XYZ company on 
this or that factor,” he reminded mem- 
bers. “If such complaints should cease, 
the underwriter could be very sure he 
had moved too far to the left and 
would soon be hearing from top man- 
agement about the heavy death claims. 
However, if complaints about a par- 
ticular practice become general from 
all types of agents, it is a good idea 
to investigate. Perhaps everybody else 
has liberalized and your good friends 
haven’t told you about it. 

“If the liberalization is because of 
an anticipated improvement in mor- 
tality which you can agree is well- 
founded, the quicker you move the 
better. If there is no reason for the 
liberalization except a hope for im- 
proved mortality, your problem is more 
difficult. Good relations with the agen- 


FieNATIONAL UNDERWRITER 





June 7, 1958 


cy force are very important, indeed. B]lye Cross Loss Near Million In Central Pa. 


On the other hand, sound selection 
standards are important, too, so that 
no group of policyholders gets a free 
ride at the expense of the others. Each 
company has to decide for itself how 
competitive its underwriting standards 
should be.” 


Acid Test Question 


In the discussion that covered points 
in Mr. Frazer’s paper, Walter Mer- 
riam, Metropolitan Life, referring to 
insurable interest in connection with 
business insurance on a sole propri- 
etor, said that the acid test is to ask 
owners of the policy, “How many pre- 
miums do you hope to have to pay?” 
He said that insurance is for risk- 
sharing and is not a fund-raising de- 
vice, and when an underwriter vio- 
lates this principle he opens himself 
to anti-selection. 

Morris Pitler, Mutual of New York, 
pointed out that there is practically 
no legitimate occupation which is not 
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ACTUARY 
AID ASSOCIATION FOR LUTHERANS, APPLETON, WISC., 


has outstanding position for an Actuary who is a recent Fellow of Society; or 
one close to Fellowship. This opening offers an unusual opportunity for imagina- 
tive, productive individual who wishes to advance in America's leading fraternal. 


The Aid Association has over one billion, 300 million ordinary insurance in 
force. An aggressive, well-trained agency staff is currently producing 200 million 
annually. A full-fledged electronic data processing program is part of the organi- 
zation's all around modern management methods. Appleton, 200 miles north of 
Chicago and 100 miles north of Milwaukee, is an excellent college city of 45,000. 
It is a highly progressive community offering pleasant family living. Salary for 
the position will be attractive. Benefit programs, including fine retirement plan 
and liberal vacations, are designed for high security and convenience of staff. 


Please write to T. H. Hartman, Personnel Director, Aid Association for Luther- 
ans, Appleton, Wisc. Correspondence will be treated confidentially. 








ATTENTION 
LIFE INSURANCE EXECUTIVES 


Established Life and H & A Company located in Denver, Colo- 
rado offers to a capable top level administrator with home office 
experience an unparalleled opportunity. Your answer will be held 
in confidence. Address Box A-82, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ASSOCIATE GROUP ACTUARY 


Growth opportunity with rapidly expanding 
Southern California headquartered Life 
company currently with over $2,000,000 in 
group premiums in force. The right man will 
join management team and have full re- 
sponsibility for group rate development 
and risk approval, and work toward posi- 
tion of company actuary. Should have ex- 
perience in Group Actuarial, including 
Underwriting. Starting salary from 9M to 
10!/.M contingent upon experience. Reply 
in confidence with complete résumé to: 
Box A-86, c/o National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


GROUP SUPERVISOR 


Pacific Coast home office group insurance su- 
pervisor wanted; capable of preparing pro- 
posals and assisting field men in closing sales. 
Excellent opportunity. Salary open, based on 
experience. Write Box A-60, c/o The National 
gr gd Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 








GROUP SPECIALIST AVAILABLE 
Age 32-—College Graduate—Combined Sales 
and Home Office experience 10 years. Prefer 
Brokerage Group Consultant or small Southern 
Company connection. Agency Group Insurance 
promotion specialty. Reply Box A-83, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











ACTUARIAL POSITION 
for a Fellow or Associate of the Society of 
Actuaries in @ New England Consulting Actu- 
arial Firm with opportunity to share in owner- 
ship and management. Reply to Box A-84, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Hil. 














Wanted 
SALES MANAGER 
Life Insurance 
To head home office Sales Department of an 
Eastern Fraternal. Unlimited opportunities for 
right man with ability to recruit, train and 
supervise. Replies should state experience, age, 
and salary expected. Reply Box A-87, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 










Capital Hospital Service, central 
Pennsylvania Blue Cross, lost almost 
$900,000 in the first four months of 
1958. An April deficit of $396,604, the 
largest monthly loss in the 20-year 
history of the plan, brought the total 
deficit for the year to $842,974. 

An increase in rates was sought last 
fall to be effective in January. How- 
ever, due to the public hearings, in- 
creased rates did not become effective 
until June 1. Clement Hunt, executive 


director of the service, predicted that 
the deficit might exceed $1 million. 

The plan’s administrative expense 
for the four-month period was at an 
all-time low of 5.8% of income. This 
factor has been decreasing in recent 
years, 

A recent report from the Blue Cross 
Commission in Chicago revealed the 
average length of hospital stay for 
patients in Capital Hospital Service 
area to be the highest in the U. S. 





currently insurable. on some basis. He 
admitted, however, that it is some- 
times difficult to find a proper under- 
writing basis for part-time occupations 
and unskilled laborers. 

On aviation underwriting, George 
Hogeman, Aetna Life, reported that 
of the 90,000 accidental deaths each 
year in the U. S., only 1,500 are due 
to aviation. Of these, about 10% arise 
from scheduled airline flying, 50% 
from other civilian flying and 40% 
from military flying. He explained 
passenger death rate figures as mean- 
ing that if a person were to fly eight 
hours a day, five days a week, 50 
weeks a year, it would be 455 years 
before his number came up—on the 
average. He pointed out, however, that 
a person who flies only 200 hours a 
year would be subject to an extra risk 
worth 22 cents per $1000 per annum. 
He emphasized the increasing risk of 
air collisions and the recent estimate 
that there are 11,000 planes aloft in 
the U. S. every hour. 

Arthur Windecker, Equitable Soci- 
ety, cautioned against taking the nar- 
row view that all anti-selection is 
tainted. He expressed the opinion 
that if the time ever came when every 
life insurance applicant suddenly b2- 
comes 100% _ honest, underwriters 
will still have to apply their talents to 
control legitimate anti-selection—the 
kind that occurs when _ individuals 
make the shrewdest choice of compa- 
nies from which to purchase their in- 
surance. 


Intended For Students 


Pearce Shepherd, Prudential, re- 
minded underwriters that the new 
textbook, Selection of Risks, written 
by him and Andrew C. Webster, Mu- 
tual of New York, was intended pri- 
marily for actuarial and underwriting 
students rather than full-fledged ex- 
perienced underwriters. He added, 
however, that underwriters and others 
in the life business might study it 
with profit. 

Dr. Thomas C. Dunlop of Manufac- 
turers Life, in a paper on medical 
progress and underwriting, sketched 
the scientific advances in medicine of 
the last decade and predicted that such 
tremendous improvements will never 
occur again. Medical advances in the 
cure and treatment of cancer have 
brought hope, he said, but, from the 
underwriter’s point of view, little more 
than hope. 

During the discussion of Dr. Dun- 
lop’s paper, Edward A. Lew, Metro- 
politan Life, agreed that it was diffi- 
cult to foresee any sharp decline in 
mortality in the near future, “unless a 
major breakthrough is achieved in 
our understanding of the etiology of 
arteriosclerosis, hypertension and can- 
cer.” 

William E. Walsh, Equitable Society, 
discussing possible further improve- 
ments in mortality, quoted from a pa- 
per, “How to Be a Business Executive 
and Live,” by Theodore Klumpp, MD., 
in which the doctor suggested that as 
a person grows older, the amount of 
exercise he takes should be directly 





related to the amount he has been ac- 
customed to. 

A panel discussion on monthly debit 
ordinary business followed and was 
marked by an expression of concern 
by some members over the marked 
decrease in volume of weekly pre- 
mium business in the last several 
years. It was suggested that this de- 
crease is apparently due in part to a 
shift in the market to MDO, family 
policies and others. 

The meeting closed with the pre- 


_sentation of papers on a variety of 


subjects. 

In his paper, “Railroad Employe 
On-Duty Fatalities—A 10-Year Re- 
port,” Paul Shea, Penn Mutual Life, 
said that occupational hazards of rail- 
roading have been substantially re- 
duced in the last 30 years and cited 
statistics showing that 1,700 railroad 
employes were killed at work in 1926 
compared with 288 in 1956. 


Biggest Problem Noted 


Securing the facts is the biggest 
problem in occupation underwriting, 
according to David W. Bell, Imperial 
Life, in his paper, “Deaths in Occu- 
pational Groups from Causes Not Di- 
rectly Connected with the Stated Oc- 
cupation.” He gave examples to 
show that unsuspected hazards are 
not always brought out in the open, 
particularly where an aviation haz- 
ard exists. 

Jules V. Quint, Metropolitan Life, 
pointed to the great improvement 
from five to seven accidental deaths 
per 1,000 in 1936, to three to four 
deaths currently among loggers, in 
his paper, “The Pacific Northwest 
Logging Industry.” He attributed this 
great improvement to the cooperative 
safety efforts of management, labor 
and state agencies. 

In his paper, “Underwriting Re- 
search,” Howard H. Sweetser, New 
York Life, described the operations of 
his company’s underwriting research 
section and concluded that sound re- 
search leads to sounder underwriting 
morale in both home and field. 

Jack F. Harberger, guest speaker 
from Thiokol Chemical Corp., Redstone 
division, presented a paper, “Some 
Safety Principles in Solid Propellant 
Rockets and Guided Missiles.” He ex- 
plained that the greatest hazards to 
personnel in rocket engine work are 
fire, fire and a resultant pressure 
rupture of a rocket case and exposure 
to toxic materials. He said that steps 
to protect personnel in rocket work 
have been very successful since “at 
the end of nine years in the polysul- 
fide-perchlorate field, the ratio of in- 
surance loss to premium under work- 
mens compensation, auto _ liability 
and general lia*ility is less than 8%.” 

Womans group of Detroit Life Un- 
derwriters Assn. has elected following 
officers: Norma J. Austin, Pension 
Funds Co., president; Mae D. Keene 
Pension Funds Co., 1st vice-president; 
Helen M. Fulan, Massachusetts Mutual, 
2nd _ vice-president; Mae L. McCall, 
Connecticut General, secretary, ang = 
Judith M. Krome, State Mutual, treas- 
urer. . 
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cases’ we aren’t losing sight of our 
pasic concept of a service organization 
dedicated to putting within reach of 
all people the forms of protection 
they need in amounts they can afford 
to buy. I promised at the beginning 
of this talk not to be sentimental 
put when I think of the millions of 
widows and children who have been 
helped by the small policy a responsi- 
ple husband worked out with his local 
agent, I sense a thing of value in our 
pusiness that should never be lost. 

“Of course, let us sell all the big 
policies we can; but let us not forget 
our duty to provide _ protection 
wherever needed—for that is the 
heart of this business of ours.” 


Mr. Myers mentioned the need for 
fostering better understanding of life 
insurance on the part of government. 

“My own feeling is that we haven’t 
always done as well, or as much, in 
this area as perhaps we should,” he 
said. “Life insurance is a big business. 
We often point that out to the public 
by calling attention to our assets. 
Within individual companies and 
within the business generally, the 
growth of assets has been a point of 
pride. This is quite understandable. 
To us it means good management, ef- 
fective salesmanship, satisfied policy 
owners, and a growing popular appre- 
ciation of the benefits of the protec- 
tion we offer.” 

However, Mr. Myers’ wondered 
whether this is the sort of impression 
that large and growing assets make 
on the public. To them, maybe size 
suggests a substantial degree of eco- 
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Service Surfeit May Be Runing Up Cost 


(CONTINUED FROM PAGE 1) 


nomic power. Perhaps there has been 
too much talk about assets and not 
enough about service to millions of 
families, he opined. 

“The more the public appreciates 
the high purpose and best traditions 
of our business, the happier our 
growing contact with government is 
likely to be,” he said. 

A. M. Campbell, executive vice- 
president of Sun Life of Canada, in 
his presidential address warned.of the 
cost to the Canadian economy if the 
compulsory pension scheme now be- 
ing advocated should be adopted. He 
said the requirements of compulsory 
savings under the government scheme 
would reduce significantly the 
amounts in other forms of savings. 

Other speakers included Dr. Nor- 
man H. Gosse of Halifax, chairman 
of the general council of Canadian 
Medical Assn., and Harold L. Mc- 
Clinton, president of Reach, McClin- 
ton & Co., New York advertising 
firm. 


N. Y. Blue Cross Pleads 
For Higher Rates 


(CONTINUED FROM PAGE 1) 
health and administrative medicine 
will conduct the survey, which the 19 
plans have agreed to finance. Mr. 
Wikler said he hoped the survey will 
provide, among other things, “a more 
accurate means of determining the 
cause of rising hospital costs, the need 
for possible changes in subscriber rate 
levels from time to time, the efficiency 
of the operations of the plans in gen- 
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THE MERGED VITALITY OF TWO 
IMPORTANT INSURANCE COMPANIES 
PROVIDES ALERT AGENTS WITH A 








eral, and what economies may be 
instituted effectively in the public in- 
terest.” It will cover the “public pur- 
pose” of the non-profit plans, hospital 
operations, hospital reimbursement 
cost formulas, unitization of hospital 
facilities and trends in their use, 
composition of directorates, and finan- 
cial structure including operating costs 
and benefit provisions. 

A series of public forums will be 
held throughout the state by the de- 
partment and the university experts 
making the study. All _ interested 
groups will be asked to air their views. 

Without the rate increase it asks, 
Associated Hospital Service cannot 
preserve its solvency, Mr. Garside 
testified at the hearing here. “It will 
soon be unable to discharge its obliga- 
tions.” He said his plan was in favor 
of the Columbia study. There are 
peripheral issues that require careful 
analysis which the Columbia Univer- 
sity study is expected to provide. 

But AHS’s application for a rate in- 
crease must be decided on financial 
position and obligations as they exist. 
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hasn’t had a rate increase for six 
years, in which time hospital costs 
have risen 50%. Since 1955 year end 
AHS has been spending more than it 
has been receiving. In the first four 
months of 1958, taking into account 
investment gains and providing for 
legal requirements, it had an operating 
deficit of 29%. 

The special contingent surplus, a 
statutory one, now must be invaded, 
he declared. It is incumbent on the 
superintendent to act to minimize the 
impact on this required surplus and 
create sound future conditions. AHS 
will have to dig into this surplus, 
however, for about 90 days after the 
superintendent acts. Mr. Garside par- 
ticularly adjured the _ superinten- 
dent not to provide a partial solution. 

Among others who testified on the 
rate increase application were Dr. Pet- 
er Rogatz of the city, Bernard Green- 
berg of United Steelworkers of Amer- 
ica, Martin E. Segal, New York wel- 
fare plan consultant, Daniel House of 
United Automobile Workers, and Har- 
old Faggen, actuarial consultant of 


The need is urgent, 


he said. AHS 


New York. 





ends... 




















For complete information, address: 
Charles L. Norvell, | Director of Sales, The 
» White Sulp Springs, West 

Fi irginia, or inquire of reservation offices at: 
New York, 17 East 45th Street, 
UU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 

RA 6-0625; Washington, D. C., 
Investment Bldg., RE 7-2642. 
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The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 
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Editorial Comment 
Tell The Editor When He's Right 


ure to buy adequate insurance by 
lashing out against what he considers 
to be bad features about the life in- 
surance business he can keep his con- 
science off balance, at least temporar- 
ily. 

But if an editor or writer is compli- 
mented for an article that shows an 
understanding of the insurance busi- 
ness, his tendency is to feel that in- 
surance men are a pretty good bunch 
of guys and that they pay attention 
to what he puts in his paper or maga- 
zine about life insurance—the good 
as well as the bad. 

Even when an article or editorial 
is obviously biased and unfair, a tem- 
perate explanation of where the writ- 
er was off base works a lot better than 
the “Dear Sir, you cur .. .” type of 
letter. An editor may not mind being 
thought outspoken and _ ill-tempered 
but he very much dislikes to be tagged 
as an ignoramus, even a high-grade 
ignoramus. Chances are he’ll be more 
likely to check his facts the next time 
he feels moved to sound off about life 
insurance. 

As the investigation of the insur- 
ance business gets going under the 
aegis of the Senate anti-monopoly 
subcommittee, there are going to be 
plenty of chances for newspapers and 
magazines to get off the beam in deal- 
ing with the insurance business. There 
will be also opportunities for doing a 
good job. Dishing out the praise for 
the good jobs and pointing out in a 
helpful and non-explosive way the er- 
rors in the off-the-track stuff will do 
a lot to get a favorable press for life 
insurance.—R.B.M. 


When did you last write to a maga- 
zine or newspaper editor or writer to 
commend him for an article that put 
life insurance in a favorable light? 

On the other hand, perhaps you 
never wrote in blasting the hide off 
an editor who used a slurring piece 
about life insurance or life agents, but 
there are plenty who do (and quite 
justifiably), so it would be easy for 
editors to get the idea that friendly 
gestures are largely unappreciated by 
insurance people. 

The tendency to holler when hurt, 
while remaining silent at other times 
is not confined to the insurance busi- 
ness, of course, but there is fairly 
widespread belief among editors that 
life insurance men are more sensitive 
to criticism than almost any other 
group. On the other hand, there are 
few occupational groups better 
equipped to make a sincerely friendly 
impression in expressing appreciation 
for something they like. 

Newspaper and magazine editors 
are often thought of as being aloof, 
ivory-tower characters who care lit- 
tle for the praise or denunciation of 
those they’ve written about. This is 
no more accurate than the comic-strip 
versions of insurance agents. When an 
editor runs an article or editorial that 
is unjust to the life insurance busi- 
ness or any part of it, it is usually 
because he has failed to understand 
as much as he should about the sub- 
ject. Very often he has prejudices, 
easily fanned by the huge size of 
many companies or by what he con- 
siders the “hard-sell” tactics of 
agents. If he can excuse his own fail- 





ope from 1927 to 1932. Mr. Tom- 
linson at the time of his death was 
president of the Beaumont hospital 
of Royal Oak, and chairman of the 
Greater Detroit Hospital Fund and 
the public health committee of the 
Detroit Board of Commerce. 


Deaths 


PAT O’CONNOR, who was fatally 
injured in a crash on the first lap of 
the Memorial Day 500 mile race in 
Indianapolis, had announced the for- 
mation of Pat O’Connor Insurance 
Associates just the week before the 
race, The popular 29-year-old driver 
was setting up the company with 
Raymond Baker, a well known in- 
surance man in Mr. O’Connor’s home 
town of North Vernon, Ind. The com- 
pany was formed to concentrate largely 
on A&S and life insurance on a multi- 
state basis. Mr. O’Connor had said 
that if he won the race this year he 
would quit racing, but in any event 
he would race only three or four more 
years so that he could devote his full 
time to his insurance business and 
other business interests. He was one 
of the best-liked drivers in racing. 


OSCAR NEBLUNG, 80, retired, who 
was with Metropolitan Life at Chica- 
go for 51 years, retiring in 1940 as 
manager of the Gresham office there, 
died in Michael Reese hospital. 


EDWIN TOMLINSON, 66, 


RUSSELL M. WHITE, 54, general 
agent at Detroit for Massachusetts In- 
demnity since 1939, died. He had been 
with the company since 1934. 


EDWARD E. CHANDLER SR., 58, 
manager for Interstate Life in Fort 
Lauderdale, Fla., died in Miami. 


PETER V. CLOKE, 50, mortgage 
secretary of Guardian Life since 1946, 
died after an illness of some months. 
He had been with the company 25 
years. Mr. Cloke was a member of 
the executive committee of the board 
of governors of Mortgage Bankers 
Assn. of America and was a direc- 
tor of Paramount Fire. 


CHARLES S. ROSENSWEIG, 75, 
editor and publisher of the Insurance 
Advocate for 18 years, died of a heart 
attack at the Mayflower hotel, New 
York, where he had lived for some 
years. Before going with the Advocate, 
Mr. Rosensweig had been head of the 
New York insurance brokerage firm 
of Stephens & Co. He took a prominent 
part in the activities of New York State 
Insurance Brokers’ Assn. 


retired 


supervisor, the General Motors group 
account in Metropolitan Life’s Detroit 
group office, died at Royal Oak, Mich., 
of a heart ailment. He was a service 
representative of Metropolitan in Eur- 


Personals 


Walter Bearden, vice-president and 
manager of the industrial department 
of National Life & Accident, has been 
appointed vice-chairman of the United 
Givers Fund campaign committee. 


John Hill, vice-president of New 
England Life, has been elected to the 
governing board of Hospital Council of 
Metropolitan Boston. 





Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 





135 S. LaSalle St., Chicago, June 3, 1958 
Bid Asked 

Aeina Life 189 193 
13% 14% 


Beneficial Standard 
Business Men’s Assurance 





















Cal.-Western States ......ccccccsceceseees 82 
Columbian National ... 78 
Commonwealth Life .... 22% 
Connecticut General ...... 265 
Continental Assurance .. 130 
Franklin Life .................. 67 
Great Southern Life .............00 75 
Gulf Life 21% 2212 
Jefferson Standard 2... 75 77 
Kansas City Life  ............cseccscreses 1250 1275 
Liberty National Life .................. 28 29% 
EdGe. Be CRBBTEY nccsenseccesccrcsesececees 23 Y%4 24% 
Bille GOL WEP BI nes cecssscencesseseonsses 941 9612 
Lincoln National Life 195 200 
National L. & A. ......... 81 83 
North American, Ill. .. 1642 17% 
N. W. National Life ....... 85 Bid 
Ohio State Life ...... 250 270 
Old Line Life ............ 42 44 
Republic Natl. Life 50 Bid 
Southland Life .......... 79 82 
Southwestern Life .. ..- 100 104 
Travelers 15% 16% 
United, Ill. 25 26 
U. S. Life 34 35 
West Coast Life .0.......ccscssseesseees 34 35% 
Wisconsin National Life ............ 63 66 


SEC Still Undecided 
About Filing Appeal 
On Variable Annuity 


WASHINGTON—Secretary DuBois 
of the Securities & Exchange Com- 
mission said in answer to an inquiry 
from THE NATIONAL UNDERWRITER 
that he did not know whether the 
SEC would appeal the U. S. court of 
appeals decision upholding the trial 
court’s denial of an injunction forcing 
two variable annuity insurers to sub- 
mit to SEC jurisdiction. 

Mr. DuBois thought the question 
would be decided in a week or so. 

The staff of the National Assn. of 
Securities Dealers, which had inter- 
vened in the SEC action on the side 
of the SEC, discussed the question of 
a possible appeal at a meeting Mon- 
day morning. 

The companies involved are Varia- 
ble Annuity Life and Equity Annuity 
Life, both of Washington, D. C. 





New Handbook Published 
For Georgia And Alabama 


A new Underwriters Handbook 
of Georgia and Alabama has just 
been published by the National Un- 
derwriter Co. It provides complete 
and up-to-date information on the 
agencies, companies, field men, gen- 
eral agents, groups and other organ- 
izations affiliated with insurance 
throughout these states. Copies of 
the new Georgia and Alabama 
handbook may be obtained from 
the National Underwriter Co., at 
420 East Fourth street, Cincinnati 
2, Ohio. Price $12.50 each. 
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assembly: Credit insurance; corpora- 
tions selling life insurance; group lim- 
its; extraterritorality; group for mun- 
icipal employes. 

The forum on “Gimmick Policies and 
Gimmick Sales” under V. J. Harrold, 
retired general agent Lincoln National 
Fort Wayne, deplored “abuses and 
plain frauds” being sold the public, 
but could come up with no definition 
of a “gimmick.” Remarked one person 
present, “A gimmick is a gimmick only 
as long as your own company doesn’t 
have it.” Oren Pritchard declared that 
Indiana is better off in the “gimmick 
policy” area than many other states, 
especially the southern. 

The forum on Blue Cross and Blue 
Shield devoted much of its time to 
questions put to Rep. Downey about 
relations of hospitals and Blue Cross. 

Following the open forums was the 
forum on the explosive subject of a 
license examination law, moderated by 
J. R. Townsend Sr., Indianapolis, 
retired general agent Equitable of 
Iowa. The forum opened with several 
formal presentations. R. W. Osler, 
Rough Notes Co., general chairman of 
the convention, explained the present 
license law. 


Presents Organization Resolution 


Max S. Potts, Penn Mutual, Hunting- 
ton, immediate past president of 
Indiana Leaders Club, presented a 
resolution drawn up by his organiza- 
tion urging the commissioner to keep 
close check on approved courses and 
examination papers and, if uncover- 
ing any suspicious situations, to re- 
quire the agent or agents involved to 
complete another examination in the 
presence of departmental representa- 
tives. 

Richard Petticrew, vice-president 
College Life, presented a statement of 
the position of the Indiana Association 
of Legal Reserve Life Insurance Com- 
panies, which urged continuation of 
the present training system rather 
than the examination approach, which 
it feels encourages cramming rote 
answers without any real training. 

Mr. Petticrew reported that Lincoln 
National, which puts all men through 
a company school at the end of their 
first nine months, states that Indiana 
agents are better trained than those 
in license-examination states. Further, 
he pointed out, the calibre of A&S 
agents, who must pass a departmental 
exam in Indiana, is not significantly 
higher than that of life agents. 

Horace Storer, general agent Bank- 
ers of Iowa, Indianapolis, presented 
the viewpoint of the General Agents 
& Managers Assn. of Indianapolis, 
which is opposed to any change in the 
present law. 


Gives Local Views 


John Eggert, Aetna Life, Hammond, 
presented the viewpoint of the six 
local associations in the northern part 
of the state. They called for a 12 month 
temporary license with a comprehen- 
sive examination at the end of that 
time. Such a system would eliminate 
many “permanent part-timers,” he 
said. 

The most impassioned plea for leav- 
ing the present law alone came from 
Alden Palmer, the commissioner, who 
declared flatly and vigorously that the 
department wants no change in the 
law. 

At the business session, Leon Law- 
head, general agent National of Ver- 
mont, Indianapolis, called for reports 
on any recmmendations from the four 
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‘|Indiana Annual D Large Crowd 
1, |Indiana Annual Draws Large Crow 
thing a man brags about like a Cadil- 
tional ||1a¢,” 2nd 8. Development of two field 
per of forces: The “old pros” and entrepre- 
nuers skimming the cream, and young, 
eranee|icalaried men, trained in service as 

highly as in sales, who will handle 

that segment of the market considered 
Y. unprofitable by the old pros. 

1-3080 Mr. Dunaway, invited on the pro- 
tchell gram for the specific purpose of ex- 

plaining NALU’s model license qualifi- 
» cation bill and why Indiana should 
. m. |} adopt it, warned that the fact that 
CG 64|| Indiana and 10 other states do not 
dge. have examinations might be grist for 
Sbel, the mill of the Senate investigating 
icy and| | committee, which could ask how ef- 

fective state regulation is when 11 

states issue licenses on application. 
aa Blames Department 
"Brien In the panel report of the state 

legislative investigation committee, 
Ohio. Rep. Grattan Downey, Indianapolis, 
blasted the lack of uniformity in rates 
and policy provisions in the hospital- 
ization field. He blamed the situation 
t. on lack of supervision by the insurance 
at, department but admitted the lack was 
at a result of its understaffed condition. 
‘0. e ° ee 

He called for uniform policy provisions 

and rates. 

Sen. James Spurgeon, Brownstown, 
, Te. | | said the committee is giving thought 
eastern | | to legislation making all advertising a 

part of policy contracts. He also charg- 
, Rm.| | ed there are too many part time agents 
—_ in the business and that door-to-door 
ngland | | cTew selling creates the bulk of public 

complaints. He called for stricter 
Biva. licensing laws. : 
hicago Sen. J. R. Townsend, Indianapolis, 
am D, committee chairman, named four mat- 
ters on which the committee should 
Fourth | | seek legislation: The failure of “one 
rooms insurer” to stand by maternity claims 
tician. in process when it cancels or is can- 
celed out in a group case; “free look” 
. oo provision under which a policy can 
bs be returned in ten days for full refund 
of premium; Crew selling; agent licen- 
7 sing law. 

Speaking on “Trends in the Com- 

petitive Situation” at the dinner ses- 
— sion, Mr. Guertin said that looming 
é large in that situation is net cost. 

Cost competition has led to the use 
gs of several devices to make attractive 
; Price illustrations—among them “spe- 
sai cials,” terminal dividends, gradation 
ian by size, lower rates for women, and 

“unusual plans of insurance.” 

a Illustration Is Standard 

_While the 20-year net cost illustra- 
sland | | on has become standard, he admitted, 
yciate it ignores net cost at longer or shorter 

intervals and for the man who does 
west- | | NOt intend to cash out before maturity 
5417. of the policy. 
ger. Dinner was followed by three con- 
St, current open forums, all moderated by 
. . past state presidents. 
York _ The legislative forum under Hast- 
- Ings Smith, general agent New Eng- 
m.- land Life, Indianapolis, heard Oren 
Pritchard, manager Union Central, 
ga Indianapolis, and vice-president of 
sbert NALU predict the possibility that for 
the first election year in many, there 
oui may be no new social security legis- 
zesi- | | lation. He also predicted that moves to 
allow reinstatement and conversion of 
st, | | NSLI will fail and that there will be 
lton, + legislation aimed at the bank loan 
an, 

Richard Englehart, Equitable Soci- 
with | | ty, Indianapolis, state legislative 
yt chairman, reported five areas in which 
nic. | | egislation may be introduced in the 

Next session of the Indiana general 
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open forums on Friday evening plus 
one from the forum preceding the 
opening luncheon at which feasibil- 
ity of a state general agents and 
managers association was discussed. 

Commissioner Palmer closed the 
meeting with his reactions to ideas 
and developments during the conven- 
tion. He questioned the ability of any 
one agent to do a good job in all lines. 
“If you were in my shoes at the 
department, you have a better under- 
standing of how utterly complex are 
the ramifications of the fire-casualty 
business. Only a few geniuses could 
ever be well-versed in all lines at 
once.” 

Mr. Palmer also hit hard at the idea 
of life companies selling variable an- 
nuities, “I have no objections to vari- 
able annuities as such,” he declared, 
“but I never want to see them tied in 
with life insurance. I believe the men 
promoting the idea of such a tie-in 
are sincere but mistaken. 


Advanced Examinations Advocated 


The commissioner also elaborated 
on his idea for an advanced under- 
writing examination. “However good 
a qualification system or examination 
law is, once a man has been through 
it, he has only an elementary knowl- 
edge of the business; yet we let him 
move into complicated fields such as 
programming and estate-planning 
without any check on his qualifications 
to work in them.” 

Mr. Palmer declared himself against 
“permanent part-timers” (who, he 
said, would be largely eliminated by 
the requirement of an advanced ex- 
amination after a year or so in the 
business), against bankers writing life 
insurance, and against small-loan 
credit insurance under individual poli- 
cies. 

He pleaded with members present to 
bring complaints to him rather than 
griping about them among themselves; 
and concluded by warning that legis- 
lation will never cure all the problems 
of the business, that only better selec- 
tion, training, and supervision of 
agents will. 


Cosmopolitan Life 
Control Sold To 
Three Nashville Men 


Control of Cosmopolitan Life of 
Memphis, consisting of a block of 227,- 
000 shares, has been purchased for 
a reported $1,250,000 by David K. Wil- 
son, president of Cherokee Ins. Co. of 
Nashville, Justin Potter, financier and 
chairman of Virginia-Carolina Chem- 
ical Co., and Stephen Potts, attorney, 
all of Nashville. 

Sellers were Harold Allen, president 
of Allen & Co., investment firm, Her- 
man Muller and Frank Blair. Includ- 
ed in the sale was working control 
of Cosmopolitan Funeral Homes, Inc., 
a subsidiary operating in Memphis, 
Nashville and Chattanooga. 


$5.9 Billion April Sales 
Were 8% Off, Not 8% Up 


The $5,907,000,000 life insurance 
sales total for April represented an 
8% decline from April, 1957, not the 
8% gain reported in a late news bulle- 
tin in the May 24 issue. 

Sales of ordinary, which accounted 
for two-thirds of the April total, were 
3 %ahead but the 11% decline in in- 
dustrial and the 37% drop in group 
brought the aggregate for the three 
categories to an 8% decline. 

Connecticut General’s Springfield 
Mass., agency has moved to larger 
quarters at 26 Vernon street. 
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On Warpath Against 
Moore Insurers In 
Missouri, Illinois 


(CONTINUED FROM PAGE 2) 
disputed this and indicated he would 
fight efforts of the department to take 
over the company. 

The action of the department in 
filing suit against Security National 
in Cole county circuit court rather 
than in St. Louis, the home city, was 
sudden and unusual. Mr. Moore had 
scarcely left the department offices 
before the department attorney went 
to the chambers of Judge Blair to file 
a temporary restraining order petition 
alleging that an examination of Secur- 
ity National had “revealed that its 
capital stock was impaired, the com- 
pany is now insolvent.” It further 
alleged that Security National was in 
such condition “that its further trans- 
action of business will be hazardous 
to the policyholders or to its creditors 
or to the public.” It was further stated 
that the company was in such condi- 
tion “that it could not meet the re- 
quirements for incorporation and auth- 
orization specified in the law under 
which it is now doing business.” 

Judge Blair, a brother of Gov. Blair 
of Missouri, directed that the officers, 
employes and agents of Security Na- 
tional turn over to Mr. Leggett all 
property, assets and records. 

In the petition asking for a tempor- 
ary injunction to restrain the company 
from transacting further business, it 
was also asked that the injunction be 
made permanent after the hearing and 
this was set for June 3. 


Received Many Complaints 

Security National was incorporated 
in Missouri in 1947 and started busi- 
ness that year with home offices in 
St. Louis. During the past few years 
the department and the St. Louis 
Better Business Bureau are reported 
to have received many complaints 
about Security National Life, princi- 
pally involving alleged failure to pay 
claims under its A&S policies. The 
department files show 81 complaints 
in 1957 and 61 in 1958, mostly involv- 
ing hospitalization policies. Following 
action taken by the department these 
claims were paid, according to the 
department files. 

Security National is the third Mis- 
souri company to be taken over by 
the department in the last 18 months. 
In December, 1956, Mr. Leggett closed 
down International Indemnity Ex- 
change of Kansas City, an automobile 
insurer, and last month the department 
took action against Eagle Reciprocal 
Exchange of Kansas City, another auto 
insurer. 

Vaughn Moore in 1952 entered a 
plea of contendere before U. S. District 
Judge Perry at Chicago to a charge that 
Northern Trust Life of Aurora had 
used the mails to misrepresent bene- 
fits. Mr. Moore was fined $1,000 and 
fines were levied against Northern 
Trust Life and another officer of the 
company. 

The Illinois attorney-general is 
seeking a cease and desist order 
against Northern Security Life of 
Aurora another company of which Mr. 
Moore is president. The Illinois depart- 
ment is asking for liquidation or re- 
habilitation of Northern Security on a 
charge that the company is insolvent. 

The petition alleges that the direc- 
tors of Northern Security on Feb. 8 
voted an unreasonable 100% assess- 
ment on life policyholders but not on 
the A&S policyholders. 

The company’s answer denied insol- 
vency, contending that the assessment 
eliminated any possibility of this. 
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Fred Baker 
432 Hurt Bldg. 
Atlanta 


John F. McCormick 
10 Commerce Ct. 
Newark 





These Men are in a Contest... 





Paul Blesi Alfred E. Cadis James T. Curtin J. Robert Ebelhardt William J. Gessing Roy H. Lang 
208 Lincoln Bldg. 309 Employers 17 John Street 234 Commonwealth 613 Lafayette Bldg. 17 John St. 80 Federal St. 
Cleveland Ins. Bldg. New York Detroit New York Boston 

Dallas 
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William D. O'Connell George C. Roeding 
420 East 4th St. 
Cincinnati 


Howard J. Meyer 

1038 Northwestern 175 W. Jackson Blvd. 
Bank Bldg. Chicago 
Minneapolis 


A Message. . 


To Insurance Men 


Yes, these field representatives of The National Under- 
writer Company are in a new business contest. In plain 
language, they are going after new subscriptions to the 
DIAMOND LIFE BULLETINS, D.L.B. AGENT'S SERVICE 
and THE ACCIDENT & SICKNESS BULLETINS. 


Why are we having a contest at this time? Simply be- 
cause our men tell us that the demand and need for 
selling aids has never been greater! With each passing 
day, those engaged in insurance selling say they are 
finding the going a little more competitive. There are 
in the business today more Companies and more Agents 
than ever before, and most of them are thoroughly 


equipped with sales tools. 


Like tens of thousands of other insurance men, you, too, 
may feel that this is the time to sharpen your sales tech- 


niques and make yourself technically a better informed 

















David J. Stevenson 
327 Ins. Exchange 


Des Moines 





Clarence W. Hammel 
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man. The National Underwriter Company's BULLETIN 
SERVICES can help you accomplish these objectives and 


make your job easier, as well. 


When you subscribe to and use any of our BULLETIN 
SERVICES, you may be sure that you are as well 
equipped with sales tools as any of your competitors. 
Why then place yourself at an obvious competitive dis- 


advantage by not having them? 


Most of you know about these SERVICES. Undoubtedly, 
you have been planning to use them, but have never 
gotten around to it. Maybe you simply overlooked it. 
Why delay further? If you are all set to start, or if you 
want more information, just write or phone your National 
Underwriter representative now—or at least before the 
end of June. He will be glad to help you in any way 


he can and you will be giving him a big boost in this 


contest. 


Sincerely, 


Sales Director 
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John F. MacNamara 
80 Federal St. 
Boston 
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